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Is BEING ADVERTISED TO PHYSICIANS EVERYWHERE 
KEEP UP YOUR STOCK = 


McKESSON ROBBINS 
NEW YORK 
Makers Calox 


TANGLEFOOT 


The Non-Poisonous Fly Destroyer 
Safe, Sanitary, Sure. § Catches 50,000,000,000 flies each year. 
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IMES change, and each new year brings its quota of advancement, but as the 
world goes on the rate of progress is steady. That science makes rapid strides is 
ni evidenced in the high quality of 


Q. Products 
which present abundant proof 
that medicinal chemicals have 
kept pace with other lines in | 
the march of progress. We 
would ask you to specify 
N. ¥. Q. in your orders 
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Experience and Exclusive Devotion to One Line Counts. 


FOR OVER YEARS 


We have been producing biologics exclusively. 


For over 12 years we have been producing Diphtheria Antitoxin 


of the highest potency, marketing it in a convenient ready-to-use 


syringe-container, at a fair price. In fact, it was the first high-grade 


antitoxin to be substantially reduced in price to the patient, yet put 
in the hands of the druggist at a discount that allows him a fair 


margin of profit, thus ensuring that emergency stocks shall be at 
the call of the physician, day or night, even in the most remote ham- 


lets. 


Furthermore, by “The Cutter Plan,” these emergent stocks are 


subject to requisition by municipal officers, without red tape un- 


a winding, for use in needy cases. 


a 


‘There can be no better Antitoxin than Cutter’s at any price, as 


So when 


the scientific staff of any reputable laboratory will agree. 


a glib detailman tells yes that his “House’s” antitoxin is better, 


~ 


an 


“because it costs more,” he either displays his own ignorance, or 


~ 


reveals an insultingly low estimate of your intelligence and knowl- 


edge of the subject of antitoxin production and the regulations gov- 


one 


erning same. 


And every physician of large experience in antitoxin-administra- 


_tion knows that no competing seru:n-syringe equals Cutter’s for sym- 


plicity and freedom from contamination possibilities. 
Please remember that the interests of the patient, the physician, 


the distributor, and of Western solidarity are all best conserved by 


insistent specification of the product of 


The Cutter Laboratory 


(U. S. License No. 8) 
BERKELEY CALIFORNIA 


Note: The above ad is appearing in Medical Journals and we hope that you 
will, by carrying stock to meet emergent demand, aid us in our efforts to maintain 


4a the principle (in which we firmly believe) that distribution through the druggist is 
i ) the logical and best method of distribution of Diphtheria Antitoxin. Please re- 
member that The Cutter Laboratory putthe “profits” in biologic profits; just look 


at your “Before 1902” invoices and see. 
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_ THE PACIFIC PHARMACIST | 


A Pharmaceutically Perfect Preparation of Iodin is 
Wampole 


COMPOUND IODIN WITH ORGANIC BASE) 


Organidin is promptly absorbed and its Iodin content, 
traversing every part of the system, is freely | 
eliminated. 
Organidin does not disturb the stomach. 
Organidin produces no rash or other symptoms of 

Todism. 


Organidin can be taken continuously by those who are 
unable to tolerate Iodin in other forms. © 


Physicians are prescribing Organidin. 
Druggists should stock Organidin. 


$10.00 per dozen I-ounce bottles; regular Specialty discounts. 
FOR SALE BY ALL JOBBERS 


Each 1-ounce bottle, complete with medicine dropper, 


contains three to four weeks’ treatment. 


PREPARED SOLELY BY 


WAMPOLE 
and COMPANY, Inc. 


Manufacturing Pharmacists _ PHILADELPHIA, U. S. A. 
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SODA FOUNTAINS 


and 
ACCESSORIES 


Carbonators—Furniture 


Glassware Silverware 


¥ 
4 


Utensils Specialties 


FRUITS CHOCOLATE 


EXTRACTS SYRUPS, ETC. 


AGENTS 


WALRUS MANUFACTURING 
COMPANY. 


J. HUNGERFORD SMITH 
COMPANY 
Modern Iceless Fountains Fountain Fruits, Etc. 


° Catalogues and Price Lists Mailed on Request 


Your Inquiries Solicited 


Fountain Show Room, Bes. 63-65 First St. 


LANGLEY MICHAELS 


SAN FRAN CISCO 
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EDITORIAL Page 

Clyde L. Eddy,-Associate Editor, as introduction ...,...:..... 256 
ORIGINAL PAPERS. 
ITEMS OF INTEREST. 
Referendum on Maintenance of Resale Price..... 263 
Range Extension of, Ceanothus Sanguineus......... 


(Continued on Page 5.) . 


New Microscope 
@ A new Microscope with side fine adjustment of 
the lever type. The principle is that of our original © 
lever type of fine adjustment which has met the | 
test of time and been very generally adopted. The 
construction is simple and durable, giving a 
delicate movement for work with the highest 
powers, yet rapid enough for the lower powers. — 
@ The stand is of the same form as our FF and 
embodies all the good features which have com- 
mended that model to so many purchasers. 


Descriptive circular will be 
sent on request 


154 SUTTER STREET, SAN FRANCISCO, CAL. 


ROOMESTER, N.Y. .:.” 
FRANKFURT a/M., GERMANY 


Factories: 


FFS8 Microscope 
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BAUSCH LOMB OPTICAL 
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THE PACIFIC PHARMACIST 


National Licorice 


Sole Manufacturer of 


THE OLD-FASHIONED REMEDY FOR COUGHS AND COLDS 


Serial No. 3208 


Also the Celenrayen SCUDDER and M. AND R. BRANDS Stick Licorice, Powd. Extracts and 
- Powd. Root in convenient packages for the trade 


M. & R. WAFERS (In 5c bags), LOZENGES, ETC., ETC. 
WE ALSO MANUFACTURE A LARGE AND VARIED LINE OF DELICIOUS 


FLEXIBLE LICORICE SPECIALTIES 


FOR THE CONFECTIONERY TRADE 
Our Goods are for Sale by All Wholesale Druggists and Confectioners 
Coast Trade Supplied by Our San Francisco Agents 


SANTA MARINA SAN FRANCISCO, CAL. 


DISPENSING 


PHARMACISTS 


are men quick to. recognize the real merits of the ils they 
handle. They will, therefore, appreciate the excellent quality of 
tie “ae. C. WwW.” POTASSIUM IODIDE. It meets the strictest 
requirements of the U. S. Pharmacopoeia, and is supplied in both 
Crystals and Granular form. Also “M. C. W.” SODIUM — 
IODIDE IODIFORM, THYMOL, IODIDE, RESUB- 
LIMED IODIN i. etc. All carefully prepared, of the highest 
purity. 


Chemical 
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TABLE OF CONTENTS—Continued 


Page 


INTERESTING RECENT LEGAL DECISIONS. 286 
288 
INDEX TO ADVERTISERS...... v.adv. page 6 


HORLICK’S 


THE ORIGINAL THE 


For more than a quarter of a century — 


SELLS ON ITS OWN MERITS 


The season is at hand for 


HORLICK’S MALTED MILK HOT 


Advertising| matter sent on request 


-HORLICK’S MALTED MILK CO. 


RACINE, WIS. 
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Powders 


5 cents size—Five dozen in a display box 
Display of fivedozen................$1.75 


| 10 cents size—Two dozen on a display er. 


25 cents size—One dozen in a display 


Very liberal free goods in 10 Doll. lots’ 


6 THE PACIFIC PHARMACIST 
Index to Advertisers 
American Druggists’ Fire Insurance Co........... Mallinckrodt Chemical 4 
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SCOTT GILBERT COMPANY 


Manufacturi ng. Chemists 


Successors to Cespi Chemical Co. 


SAN FRANCISCO 
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PACIFIC PHARMACIST 


|California College Pharmacy 


College of Pharmacy, University of California 
(Incorporated 1872. Affiliated with the University of Camporese 1873) 


Laboratories 
_ Chemistry Botany and Pharmacognosy Pharmacy 
_ Bacteriology 


Faculty 


ET. GREEN; Ph. c. Professor of Chemistry, Director of the Chemical 
Laboratory, and Dean. | 


ALBERT SCHNEIDER, M. D., Ph. aD, Professor of Economic Botany, 
Pharmacognosy and Bacteriology. 


HENRY B. CAREY, B. S., M. D., Professor of Botany, Materia Medica and 
| Physiology. 


} ¥. W. NISH, Ph. G., Phar. B., Professor of Pharmacy and Director of the 
Pharmaceutical Laboratory. 


H. M. SIMMONS, Ph. G., M. D., Associate Professor. of Pharmacy and 2 
Materia Medica and ‘Lecturer on Toxicology. 


H. R. WILEY, LL. B., Lecturer on Pharmaceutical Jurisprudence. 


JAMES N. PATTERSON, Ph. -C., Phar. B., Assistant in the Chemical 
Laboratories. 


R. A. LEET and VAL SCHMIDT, Lecturers on the Business Side “ 
Pharmacy. 


Admission—Two years of high school work or its equivalent are required to 
enter upon the regular college course (Ph. G. degree). 


Degrees—Graduate in Pharmacy (Ph. G.) on completion of two years’ 
course. Pharmaceutical Chemist (Ph. C.) on completion of three 


years’ course, and Bachelor of Pharmacy (Phar. B.) on completion 
of four years’ course. 


NEAT TERM WILL OPEN SEPTEMBER 1, 1916 


Drug and Food Analysis 


Open to graduates and others who are properly qualified. The course is 
intended to prepare the candidate sufficiently to make chemical and micro- 
scopical and bacteriological examinations of drugs, drug products and foods 
in compliance with the Federal and State pure food and drug laws. Drug | 
assaying and other chemical work, the microscopical examination of drugs, 
spices and food products, and the bacteriological testing of pharmaceutical 
preparations, water, milk, etc., are among the subjects taught. Those who 
complete the course are qualified to do work in food and drug laboratories. 


The next course will begin September 11th, 1916, and end April 30th, 1917. 
For further information, address FRANK T. GREEN, Dean. 


CALIFORNIA COLLEGE OF PHARMACY, 


Affiliated Colleges, Parnassus Ave., San Francisco. 
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Ask | Your Jobber 
| 


SNOWFLAKE 
COCOANUT 
OIL 


— by — 


DORADO OIL WORKS 


149 California Street 


for Druggists 


Capital Stock — 
Not Mutual 


95% SAVING FROM 
BOARD RATES 


Surplus to Policyholders 
over a Third of a Million 
Dollars 


Ask for our proposition—a postcard 
will bring it. 


The American Druggists’ Fire 

Insurance Company 

| 1004-1005 Mercantile Library Building 
CINCINNATI, OHIO 


THE PACIFIC PHARMACIST | 


MADE FOR THE DRUG TRADE — 


|Here Are the Rapid-Fire | 
Guns in the Candy Business || 


-.. Known all over the} 
_.country, guaranteed] 
' pure and delicious,} 
these candies are quick } 
and profitable sellers. 
Get them. and let your } 
customers know you've}} 
got them! 


Necco Wafers 
Hub Wafers 
Chase Lozenges 
Necco Lozenges 
Penny Rolls 
Canada 
Our line. of -mottoes 
on is simply irresistible to 
the kiddies, and any of 
our 500° varieties, in- 
cluding chocolates, pan. ... 
work, gum work:-and 
hard candies will make © 
your cash register ring — 
merrily. Talk “‘Necco’": 


with your jobber, or 
write. 


New England 
Confectionery Co. 
Boston, Mass. 


Fire Insurance 


WHEN MAKING TESTS 

GRASSELLI CHEMICAL 

| C. P. Acids 
AND 

GREINER FRIEDRICHS’ 


MARK 


Resistance Glassware 


4 x 


FOR SALE ONLY BY 


JUSTINIAN CAIRE COMPANY 


573 Market St., San Francisco, Cal. 


Chemists’ and Assayers’ Apparatus 
and Reagents 
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TIVE MEDICATED GRAPE Co. 


SAN FRANCISCO. 
CALIFORNIA 


Laxative Medicated Grapes are clean, ripe, sound 
Muscatel Grapes, especially dried, seeded and med- 
icated with active ingredients for the treatment of 


Constipation and disorders of the stomach, liver 
and bowels. 


CROWN HEADACHE POWDER 


Makes 
Friends 


Makes 
Money 


Have been in use for 18 years, and proven satis- 
factory to the consumer and profitable to seller. 
Half dozen free goods with an order for three 
dozen, either size. Ask your jobber. 

Guaranteed by the F. A. Weck Co. under the 
Food and Drugs Act of June 30, 1906. Serial No. 3601. 


THE F. A. WECK CoO. 
501 THIRD AVENUE, Richmond District 


186 WILLIAM STREET . ° 


Face Powder 
buttermilk Yaicum......... 
De L’Opera Face Powder eee 75¢ 
American Maid “ 65c 
Stearate of Zinc Talcum .............. ..15¢ 
Cream of Milk Talcum, 
..25€ 


Order ‘these goods from your wholesaler. 


All New York wholesale drug houses carry them. 


F, E. SPILTOIR 
NEW YORK 


SAFETY FIRST 
Use 
TANGLEFOOT 


—the non-potsonous 
fly destroyer 


Druggists’ Glass Labels, 
Shelf Bottles and Drawer 
Pulls of every description. 
First-class workmanship. 


Order from your Jobber. 
Manufactured by 


FAY & SCHUELER 
St. Louls, Mo. 


Syrup 


IMPORTANT NOTICE 


This is to remind you that most sales of 
FELLOWS’ SYRUP OF HYPOPHOS- 
PHITES are rmade on Physicians’ prescrip- 
tions, in which case the profit to the retail 
druggist is nearly 100%. 


This means that the Physician sends you a 
desirable customer; and the least you can do 
is to treat him fairly, and supply the prepara- 
tion prescribed, Fellows’ Syrup. 


Members of the retail drug trade are 
warned against buying or. selling colorable 
imitations of the well-known yellow-wrapped 
package of Fellows’ Syrup. The _ highest 


Courts have decided that such an act is an 


infringement of the Trade-Mark Law, and 
makes the offender liable to a suit for 
_ damages. 


— 302 New Members lected, Year Ending 


January 1, 1916—American Medico- 
Pharmaceutical League. 


Twentieth year. First Medical Associa-. 
tion in America to co-operate with dentists 
and pharmacists. Membership dues $2 per 
annum. All reputable physicians, phar- 
macists and dentists are eligible. Eugenie 
R. Eliscu, M.D., treasurer, New York City. 

Send $1 initiation fee, NOW, to Samuel 
F. Brothers, Ph.G., M.D., corresponding 

secretary, 96 New Jersey Avenue, Brook- 
N.Y. | 

Certificate of membership free to each 
“paid-up” member. | 


For 200 Years 
Standard remedy of the 
world for 


KIDNEY DISEASES, 
BLADDER TROUBLE, 
GRAVEL and all 


Haarlem Oil 
INFLAMMATION. 


WE ARE EXCLUSIVE AGENTS 
for te U. S. and Canada for the importation of 


GENUINE SYLVESTER’S 
HAARLEM OIL 


From Haarlem, Holland 


None Other is Genuine. Look for “C. Sylvester” 
on the label 


M. Coward, Successor to C. Sylvester 
Depot, No. 270 Greenwich Street, New York 
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OVER EACH MONTH 


BUY A DOZEN 


MRS. 
SOOTHING SYRUP 


ABSOLUTELY NON-NARCOTIC 


With the assistance of our advertising you~ 
should be able to sell one dozen each month. 


DRUG CO. 


215-217 Fulton Street, NEW YORK 


PHARMACY STUDENTS 
PURCHASE THE BEST TISSERAND 
to Prescribed | FIN GER OTS | 
LUDY Price $1.50, net | 
a ‘Publisher Philadelphia “The Kind that Laces 


With no knots to tie, the wearer| 
fastens it securely himself. 


Have Your Local Views Made Into 


POST CARDS 


Finest American made _ 
Platino, Sepia and Hand Colored 
THE ALBERTYPE CO., Brooklyn, N. Y. 


Sal Hepatica 


32. 00 $4.00 $8.00 =Per Doz. 


Gastrogen Tablets 


$400 $24.00 Per Doz. 


ONE DOZEN 
LARGE ASSORTED SIZES 


Price, 6 t 
Clinton Cascara Active 
$2.00 $10.20 Per Doz. Tisserand Manufacturing Co. 


Bristol-Myers Co. New York. 
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THE 


Pacific Pharmacist 


An Independent Journal Devoted to Progressive Pharmacy 


Published on the Last Day of the Current Month by the GALEN PUBLISHING COMPANY 
_ on behalf of the Pharmacists and in the interests of the Drug Trade. 


FC, SMITH, ‘Business Manager 
Editorial Staff: 


Address all communications and make all. checks and money orders payable to Galen 
Publishing Co., 723 Pacific Bldg., San Francisco, California. 

Communications on questions pertaining to Pharmacy and the Drug Business are 
solicited. The name-of the writer should accompany every article, not necessarily for 
Micncommecsgnen. but as a guarantee of ‘good faith. | 


CAREY -C. L. EDDY 


 BDITORIAL 


SMITH, Mr. Smith is 
BUSINESS MANAGER the son ofa 
AN INTRODUCTION. New England 


druggist, who 


served as a hospital steward in the 
War of the Rebellion. 
Although not a graduate olbicisinistes| 


he has been identified with the drug 


business on this Coast for many years. 

He was Secretary and Auditor of 
the Union Drug Company in San Fran- 
cisco up to April, 1906, when the Great 
Fire destroyed its equipment. | 


It was at this time that he became 


closely associated with William M. 


} Searby, who was Manager ‘of the Union. 


Drug Company, and Dean of the Cali 
fornia College of Pharmacy. 
Recognizing Mr. Smith’s abilities 
along the line of business systematizing, 
especially as related to the drug busi- 
ness, Mr. Searby had him appointed on 


the Faculty of the College, as Lecturer 


to the senior class on The Business 
Side of Pharmacy. 

The relations existing between Mr. 
Searby and Mr. Smith were the most 
‘cordial and continued so until the death 
of the former in 1909. 


For over fifteen years Mr. Smith has 


F. C. SMITH, 


Business Manager The Pacific Pharmacist 


been engaged in investigating and in- 


stalling business systems. His experi- 
ence covers a wide range of business 
enterprise, and some of the largest 
drug stores on the Coast are oper- 
ating under his system, and seek 
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his advice periodically. It is nearly 
two years since he first became identi- 
fied with THE PAcIFIC PHARMACIST. 


As Business Manager of THE Pa- 
CIFIC PHARMACIST, Mr. Smith has the 
full confidence of his associates. They 
feel that the close personal friendship 
and bonds of sympathy which existed 
between himself, William M. Searby 
and his son Fred W. Searby fit him 
especially for the position which he 
now holds. 

Under his direction the journal has 
reflected the spirit of its illustrious and 
beloved founder, William Martin Searby, 
and will continue to do so. 

Mr. Smith will leave ‘for the East 
about March tenth for the purpose of 
studying conditions there relating to the 
drug business. 

- He will visit all of the larger cities 
east of the Mississippi, in the interest 
of our readers and advertisers. 

During his absence Mr. C. L. Eddy 
will act as Assistant Manager. _ 


CLYDE L. EDDY, 


Mr. Eddy 
ASSOCIATE EDITOR, comes of a 
AN INTRODUCTION. family of 
druggists, 


being the third son to follow in the 
footsteps of his father, a druggist of 
the old school, who was in business 
long before there was a Pharmacy Law 
in most of the Western States. 

From his father’s store, when a boy, 
he enlisted in that great training school, 
the United States Navy, where he spent 
two years as Hospital Apprentice, First 
Class. This did much to broaden him. 

From the Navy he returned home and 
completed an interrupted high school 
course, in the meantime. editing a de- 
partment of the high school paper, and 
assisting his father in the store. _ 


THE PACIFIC PHARMACIST 


By working afternoons and evenings 


he was able to work his way through 


the California College of Pharmacy, 


from which he was -graduated. 


For a time he had charge of the pre- 
scription department of one of San 
Francisco’s_ larger prescription stores. 
He afterward joined the sales force of 
a chain store in order that he might 
His 
application and earnestness was imme- 
diately recognized and he soon became 


Assistant Manager of the store that he 
was in. 


get the merchandising experience. 


C. L. EDDY, 
Associate Editor of The Pacific Pharmacist 


Mr. Eddy is a practical druggist, and 
will have something to say to our read- 
ers that is worth while. He has written 
numerous articles for various Eastern 
drug journals, and proven his abilities 
along this line. Anything that he has 
to offer will have great weight, in that 
it is backed by experience of a prac- 
tical and varied nature. 
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THE NEW At the first of the 
_ PHARMA- year, when the Interna- 
COPOEIA. tional Committee on 

Atomic Weights pub- 
lished their table of the atomic 
weights of the elements, they little 
realized what effect it would have 
on the publication of the new Pharma- 
copoelia. 


The atomic weight of carbon, which 
has always been given as 12, was 
changed to 12.005 and this change 
“necessitates a complete revision of the 
figures and factors influenced in any 
way by the atomic weight of this ele- 
ment. 


No definite date of issue is given 
but it is probable that the Pharma- 
copoeia will be ready for distribution 
within two or three months. P. 
Blakiston’s Sons & Co., of Philadel- 


phia, are the publishers and the de- 


mand for copies will be so great that 
if you would avoid delay in receiving 
yours you should order it at once. 


SOME “WAR 


the melenite of the 
| famous French 75 m. 
m. guns are practically the same sub- 
stance—picric acid—and when you re- 
member that this acid is a nitrated 
phenol it explains why the latter sub- 
stance has so advanced in price. Every 
artillery duel in Europe draws on the 
available supply of coal tar and more 
particularly the phenols with a resulting 
increase in the market price. a 

Germany, always a great producer 
of coal tar and its derivatives, is now 
using all her available supply in the 
manufacture of trinitro-toluol, her 
favorite explosive, and one can judge 
of the vast amount of coal tar re- 
quired when it is learned that not 
more than 2% of toluol can be ex- 
tracted from coal tar. 


PLAINED. 


Glycerin, used in the manufacture 


of nitroglycerin, is steadily advancing 
in price. Nitroglycerin is too danger- 
ously explosive to be used as a pro- 
pellant and finds its use in the manu- 


THE NEW 
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facture of bombs and hand grenades. 
It is also used as an accelerator in 
smokeless powder. 

The supply of glycerin is more or 
less limited as it is obtained prin- 
cipally as a by-product in the manu- 
facture of soaps and candles. The ad- 
dition of a caustic alkali to an oil 
results in the formation of a soap 
with glycerin as a by-product. 


On January 21, repre- 
STEPHENS- sentative Dan V. Steph- 


ASHURST _ ens, of Nebraska, intro- — 


BILL. duced his standard price 


im the Howse of 
Representatives (H.R. 96/1). 


On January 25 Senator Henry F. 
Ashurst of Arizona introduced in the 
United States Senate, in identical form 


the same bill (S. 3945). 


In comparing this bill with the orig- 
inal Stevens-Ayres bill we note a few 
important amendments, designed to 


meet the views of the many friends 


of the measure. 
The Stephens-Ashurst bill is designed 
“To protect the public against dis- 


honest advertising and false pretense 


in merchandising,” which is compre- 
hensive enough. 
The new bill specifically permits dis- 


counts for cash and for quantity and 


for allowances and rates covering costs 
of transportation. 

A final, new paragraph exempts sales 
to libraries and other public institu- 
tions. There are also drastic provi- 
sions against the use of the privileges 
of the bill in connection with any mon- 


opolized product or one concerning 


which there is any combination between 
manufacturers. 

The latest tally shows 209 members 
of the House in favor of this legislation. 


This is but nine less than a majority. 


“Is there much competition in your 
office?” asked Miss Skittles. 
“Sure,” replied the facetious Miss 


Skids. ‘“‘Between the mirror and the 


clock.” 
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ORIGINAL PAPERS 


INTERIOR DISPLAYS. 


THEIR MERCHANDISING VALUE 
AND HOW A FEW PROFITABLE 
ITEMS MAY BE DISPLAYED TO 
ADVANTAGE AT LITTLE COST. 


By CLYDE L. EDDY. 

The importance of interior displays 
can hardly be over-estiamted. They 
not only: decorate the store, create the 
impression of “plenty of business,” 
and constantly call to the attention of 


the customer the fact that you carry 


the merchandise, but they also sell 
the goods displayed and bring in 
“new business” —extra money you 
would not otherwise have had. 

The chain store down the street is 
constantly working for “additional 
business.” ‘To sell the item asked for 
and nothing else is no sale at all to 
them; it is slot machine work, and to 
satisfy the sales manager the sales- 


man must sell the item asked for and 


some additional item as well. In 
order to do this the salesman talks 
up some “running mate,” or he shows 
some “special” that is on sale that 
day, and unless his customer be made 
of iron or has not another nickel in 
his pocket he is apt to leave the store 
with some item he did not intend to 
buy when he went in while the sales- 
-man has scored another point in the 
big contest. By actual count it has 
been determined that this “sales talk” 
method will sell an additional item 
to at least every eighth customer, and 
that women buy more readily than 
men. 

The average retailer cannot force 
sales in this manner—it is distasteful 
to a great many of* his customers— 
his trade is not transient, and too 
much forcing will drive them away. 
His weapon is the interior display. 
He cannot say to every customer, 
“These tooth brushes, at 25c, are 
especially fine and are guaranteed to 
give you good service,” but a neat 
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display on the wrapping counter can 
say it for him and no harm done. 

An attractive display of seasonable 
merchandise literally holds its wares 
before the eyes of the prospective 
buyer, and the card politely but in- 
sistently says, “This nail brush 1s 
made of selected fiber; has a real 
ebony handle and is guaranteed not 
to lose its bristles; it is yours for a 
quarter, do you want it?” and about 
one time in twenty the answer is 
“Yes,” accompanied by the merry 
tinkle of the cash register bell. __ 

' Merely placing an item on the 
counter is not displaying it. That 
looks as though it had been left out 
after an unsuccessful attempt at a sale. 
A display means placing the items on a 


suitable display stand and, on this, a 


card giving the name, selling points and 
price of the item displayed. A counter 
display therefore requires both a display 
fixture and a show card, and that is 
exactly why there are so few good 
displays in the average small store— 
we are not equipped with fixtures and | 
show cards. | 
We shall: consider the show cards 
in a later article, and the display fix- 
tures are so simple and inexpensive 
that it is deplorable that any store 
should be without them. We made 


four neat, polished, permanent fixtures © 


for $2.00, and four more less preten- 
tious ones for the cost of a little effort 
and about 25c for brown cover paper. 
These fixtures are made from one-— 
half-inch white pine, look well with a 
mission stain and the plans are yours 
for the asking.* 
These fixtures absolutely solve your 
display problem, and if you are at all 
handy with a saw and hammer you 
can make them yourself. If you have 
two dozen bottles of hair tonic to dis- 
play you are up against a problem 
unless you have a suitable fixturé to © 
place them on, and the possession of 
such a fixture makes your task a 
matter of a couple of minutes only. 


*Address The Editor, The Pacis Phar- 
723 Pacific Bldg., San 
al. 
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Doing without them is like making 
pills without a mortar or a pill tile. 

It is well to make out a list of sea- 
sonable merchandise for every month 
or at least every season. During the 
winter make a lavish show of hot 
water bottles, toilet creams for chaps 
and rough skin, gargles and mouth 
washes, cough mixtures, cold cures, 
cod liver oil and tonics, and then as 
the weeks roll by show your spring 
tonics, straw hat cleaners, ant poison, 
‘fly exterminators, sunburn remedies 
and vacation needs. 


Some items are seasonable at all 


times, and this particularly applies to 


your sundries. Always have a display 
of tooth brushes somewhere in the 
store. They sell all the time and they 
surely sell by suggestion. In a small 


store I have seen a neat display of 


10c wash cloths: sell two dozen of 
them in five days. To display wash 
cloths secure a piece of good, stiff card- 
board or corrugated paper, and cut a 
14-inch circle from it. Cover this by 


laying a wash cloth over it, and pin- 


ning the ends beneath. Next place 
this circle on top of a pedestal about 
14 inches high, and pin one end of 
the wash cloths close together around 
the edge of the card, allowing the 
cloth to hang over. Fold the corners 


in so that the outside will appear 


smooth ; let the ends to just touch the 
counter, and run the cloths completely 
around the circle. Cover the upper 
surface of the card with another cloth 
placed flat and, on this, place a neat 
pile of wash cloths and a card read- 
ing, “Turkish Wash Cloths; 10c, 3 
for 25c,” and ring up the results as 


added business on the ¢ash register. | 


Display transparent glycerin soap 
by building cones and placing a light 
inside. On the theatrical cream show 
card paste the pictures of actresses. 
Their presence there brings out the 
idea of theatrical, and infers that the 
cream is used by the theatrical pro- 
fession. Display razor blades by past- 
ing the empty cartons in a row along 
the left borler, and to the right of 
each carton give the name and the 


selling price per package. 
binations—a 25c can of talcum and a 


10c powder puff or chamois skin, both — 


for 29c; or a 25c can of tooth powder 
and a 25c tooth brush, both for 39c, 


are either one of them attractive and 
are good business getters. 


If you 
wish to maintain the regular price, 
make separate displays and have them 
close together so that a sale of either 
will suggest the need of the other. 
Do not neglect your displays, and 
remember that if it is a task to make 


them it is probable that you have not 


suitable fixtures to aid you, and these 
are so inexpensive that you cannot 
well afford to be without them. A 


good display actually sells merchan- 


dise, and it sells this merchandise so 
courteously, so efficiently anl so un- 
failingly that you cannot well do 


without it, and all it costs you is a 
little attention once or twice a week. 


QUICKSILVER AND THE GREAT 


HOW WAR CONDITIONS HAVE AF- 
FECTED BOTH THE OUTPUT AND 
THE PRICE—QUICKSILVER MIN- 
ING IN CALIFORNIA. 


By C. E. Langston. | 


In July of 1914 anicheliver was 
quoted on the San Francisco market 


at $37.50 per flask of 75 lbs. and in the 


same market on February 5, 1916, it 
was quoted at $295.00 per flask. This 
is the highest figure the metal has 
reached since records of its price have 
been kept and the average price since 
1850 has been about $40.00 per flask. 
In one month, August, 1914, the price 
advanced from $37.50 to $80.00—more 
than 100% and it is likely that the 
price will remain high for some time 
to come though it is thought that it 


has now reached the high water mark. 


Quicksilver occurs to some extent in 
the free state and is found in small 
globules disseminated through its 
ores, especially the sulphide. It also 
occurs as an amalgam with silver 
and other metals but the principal 
source is Cinnabar, a mercury sulphide. 
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Spain, Austria and Italy are the 
principal foreign producers and the 
mines at Almaden, Spain, have been 
profitably worked since before the 
Christian era and remain to this day 
the largest producers of the metal. 
Idria, also in Spain, ranks second and 
then come the mines of California. 
Utah, Nevada, Texas, and Alaska are 
also important producers. 

The most important California 
mines are located about seventy miles 
south of San Francisco in Santa Clara 
and San Benito Counties. The New 


-Idria workings, in San Benito County, 


were known to the Indians who kept 
their whereabouts a secret for many 
years but finally sold their secret and 
their claim to a Mexican who suc- 
cessfully operated the mines until 
they passed into the hands of Amer- 
icans in about 1843. 

The mines at New Idria are the 


largest in all the Americas and rank 
with the largest in the -world while 
the New Almaden workings in Santa 
Clara County are a close second. In 
the year 1914 there were altogether 
16,548 flasks of quicksilver produced 
in the United States and of this 


number 11,303 were from California. 


In 1915 California produced 13,916 
flasks out of a total of 20,618 for the 
United States. .The 1915 output was 
valued at $1,187,818, more than half 
of which was of course received in 
payment for the California output. 

In order to obtain the metal from 
the cinnabar the crushed rock is 
roasted in special furnaces, the intense 
heat of which oxidizes the sulphur 
into a sulphur dioxide thereby re- 
leasing the mercury which sublimes 


and is condensed later by passing the 


vapor through water cooled pipes or 
chambers. The richer ores of the 


California mines were exhausted in 
the earher operations and at the 


present time the percentage of metal 
is not more than one or two per cent., 
so low that with the ordinary prices 


prevailing it is hardly profitable to 


operate the mines, 


PHARMACIST 


Quicksilver has a number of uses. 
In normal times about one-third of 
the total output is used in the manu- 
facture of blasting caps; it is used to 


a limited extent in the silvering of 


mirrors; a mercuric oxide is used in 
the antifouling paint used on the bot- 
toms of ships; it is still used to some 
extent in gold mining operations but 
this use is rapidly being superseded 
by the more economical cyanide 
process; it is used in scientific ap- 
paratus and electrical appliances and 
the most important use to us is the 
use of the metal in the manufacture 
of drugs, both the metal and the 
various salts being employed here. 

The principal use of quicksilver 
since the outbreak of the present war 
has been in the manufacture of ful- 
minate of mercury, one of the most 
powerful and dependable detonators 
known. Fulminate of mercury is a 
white crystalline compound usually 


prepared by heating together alcohol, 


nitric acid and mercuric nitrate. It 
explodes violently on percussion and 
is used in the manufacture of per- 
cussion caps and is the detonator used 
in the modern high explosive shells. 

Europe, formerly sending a great 
deal of. quicksilver to this country, is 
now in no position to supply us with 
any of the metal because the trade 
routes are closed or nearly so. It is 
considered contraband of war and 
then too they need all they can pro- 
duce in the manufacture of ammuni- 
tion. The unusually high prices have 
encouraged California producers to 
make their maximum output this — 
year but even at that, with the Mexi- 
can mines practically closed, the out- 
put of mercury is decidedly limited 
and will at best barely supply the 
immediate demand so that it is not 
likely there will be any great re- 
duction in price until conditions are 
more normal abroad. 


Don’t talk about yourself. Your 


friends will attend to that —Cincin- 


nati Enquirer. 


¢ 
q q 
4 
5 
* 
. 
4 
pe 


THE PACIFIC PHARMACIST 261 


ITEMS INTEREST 


THE ART OF PILL MAKING— 
EXCIPIENTS. 


A very important factor in the 
making of a perfect pill mass, as ex- 
plained in the preceding article, is a 
proper-shaped mortar and pestle. The 
best mortar for the purpose is one 
made of wedgewood ware with a 
broad base, as such a one will not 
easily tip while being manipulated; 
such a one will also materially assist 
the right hand in the use of the pestle. 
The pestle should have a small head 
and an extra long and iia handle, 
and one rather stout. 


The Pill Spatula. 


The spatula used in pill making 
should be a stiff one with a _ short 
blade, as this is much more condu- 
cive to good and quick work than one 
with a long flexible blade. Such a 


spatula can seldom be purchased, but 


it is easily made by grinding off and 


rounding the stub blade of a broken 


spatula. If no such broken spatula 
is at hand, it is advisable to take-a 


good one and break the blade about 


one and one-half inches from the 
handle and then round it off smoothly. 


A pill mass should always 


thoroughly kneaded with free and fre- 
quent use of the pill spatula to keep 
the mass under the pestle; both the 
sides of the mortar and the pestle 
should be scraped frequently while the 
mass is being formed. | 
When the mass is finished, it should 
be shaped by the hands into a short 
cylinder, as this greatly facilitates 
rolling it on the pill tile or pill ma- 
chine. Care must be exercised that 
the finished cylinder or “pipe” is of 
a uniform diameter throughout its 
length, and while. rolling it, both ends 
should occasionaly be squared up by 
pressing the pill spatula or rolling 
board against them. 
Excipients for Resins and the Like. 


Gum resins, resins, and inspissated 
juices such as aloes and opium, are 


readily made into pill masses by 
means of soap and water, producing 
readily soluble pills. Alcohol is. to 
be avoided as it produces a hard 
tough mass as a rule. 


Powdered gum resins are to be 


avoided in the making of pill masses; 


in fact, there ought to be no need of 


such a powder if it is to be kept for | 


any length of time, for it generally 
means an inferior product, having lost 
much of its volatile constituent. ‘This 


‘is well illustrated in the case of 
asafetida; in a pill made from the 


soft gum resin, the carminative effects 
are four-fold greater than with one 
in which the powdered drug is used. 


If the gum resin is too soft to admit 


of powdering, it may be chilled, and_ 
in this condition it can readily be 


powdered in a cold mortar. Often it 
is needless to powder it, as the soft 


gum resin can be worked into a good 
mass with the other ingredients, de- 


pending of course upon their nature. 


If the ingredients in any pill mass 


include salts of the heavy metals such 


-as iron, lead of mercury, soap should 
not be used as an excipient, because 
decomposition (reduction) of these 
salts would result. In such instances, 


an excellent excipient is one made 
by mixing one part of powdered 


tragacanth with’ seven parts of finely 
powdered elm bark, and massing with | 


syrup. 
Alkaloids in Pill Masses. 

Alkaloids are seldom directed to be 
massed by themselves, except possibly 
quinine. When directed alone, they 
are to be mixed preferably with 
enough powdered starch to make a 
pill weighing -about one-half grain, 
and then massed with glycerite of 
tragacanth. 

The greatest care is needed in 
weighing and mixing the alkaloid, and 


the most scrupulous cleanliness should . 


be observed with regard to the hands 
and utensils, that the pills may be 
pure white. The free use of starch 
as a dusting powder is essential. 
When alkaloids are prescribed in 
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combination with -other ingredients, 
the nature of the excipient depends: 


almost entirely upon the _ physical 
characteristics of the other substances. 


In these cases, the alkaloid should 


first be mixed with a small quantiy 


of one of the other ingredients, and. 


the balance of the mixture added 
eradually, to insure thorough and uni- 
form admixture; when convenient to 
do so, the alkaloid may be added in 
the form of a solution, although this 


will generally make the pill mass too. 


soft. 
- It is recommended by some opera- 


tors, in cases where such an alkaloid 
aS quinine or other bulky ones are to 
be massed, an acid such as citric, tar- 


taric, or lactic, be added to reduce the 
bulk of the mass, or the size of the 
finished pills. This is not good phar- 
macy, because as a rule, salts of the 
alkaloids are formed, which the pre- 
scriber neither indicated nor desired; 


again, such a mass rapidly hardens, 
and, unless the operator is swift of 
action, a crumbly and hard-to-handle 


mixture will result; and finally, it is 
questionable whether such a hard pill 


will have the proper, if any, thera- 


effect. 
“A pharmacist should be careful, al- 
pe not to allow elegance to inter- 


- fere with medicinal action; if he is not 


certain about the action of any added 
diluent or excipient, it should be omit- 
ted altogether. As a rule, trituration 
in a mortar largely reduces the bulk 
of all light alkaloids, and this is 
further reduced in the process of 
massing; so there is seldom any real 
need for the addition of an acid. 


.Excipients for Synthetics. 
‘Such organic bodies as the synthetic 
chemicals, coal-tar . products, and 
similar products, if insoluble, are best 


massed by the addition of a little 


glycerin and a small quantity of 
powdered soap. ‘T'o this class belong 
acetphenetidin, acetanilid, salol, sul- 
phonmethane, and so on. 


Those that are” in water, 


such as antipyrine, chloralamide, and 


others, are preferably massed with 
any of the simple adhesive excipients 
such as glucose, honey, glycerite of 
tragacanth, or glycerite of starch. 
Lycopodium may be used as a dusting 
powder, although powdered ‘starch is 
to be preferred on account of its white 
color. | 


Excipients for Camphor. 


Substances like camphor, thymol, 
menthol, phenol, chloral, resorcinol, 
betanaphthol, and others with similar 
physical properties, are readily massed 
by first powdering them, and then 
massing with soap and water, using 
the water sparingly, or with soap and 
castor oil. Other good excipients are 
powdered althaea and glucose, or 
powdered licorice root with mucilage 
of’ tragacanth. 


When two ‘or more of these sub- 


- stances are present in a pill mass, it 


is preferable to mix them first, that 
they may liquefy; this liquefaction is 
a property of all of these substances, 
when one is mixed with any other 
member of the class. Then this liquid 
mixture is massed by absorbing it 
with powdered licorice, wheat flour, 
extract of ficorice, or althaea root, and 
adding a small quantity of syrup or 
glucose. The same method is to be 
pursued in making the mass if one of 
the above mentioned class of drugs is 
prescribed with a resinous body, and 
a semi-liquid mixture results, as when 
camphor and asafetida, chloral and 
guaiac, or menthol, betanaphthol and 
myrrh are prescribed. 


Often a perfect mass can be ob- 
tained by the simple addition of . the 
powdered extract of licorice. Here,-as 
in many other cases, if a perfect mass 
does not readily form -when every- 
thing has been done that is thought 
necessary, a few grains of scale pepsin 
will be the “missing link” to make 
the mass of proper consistency ; often 
also the addition of bread crumbs 


proves to be the excipient to make 
a perfect mass. 
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Compound Rhubarb Pills. 


The value of water alone as a pill 
excipient is well-illustrated in the 
case of the official compound pills of 
rhubarb, as follows: | 


Rhubarb, No. 60 


13.0 grammes $0.04 
Purified aloes....10.0 grammes .O2 
6.0 grammes 01 
Oil of pepper- : 


Water, a suffi- 
cient quantity 


make 100 pills ; cost $0.08 


In this pill the water from its sol- 


vent action on the aloes gives just 


enough cohesiveness to make the 
mass, making the use of soap un- 
necessary. | 

The cost. of this pill, ‘only eight 
cents a hundred, should be sufficient 
argument for any pharmacist against 
buying them ready made at prices of 
from 24 cents to 36 cents a hundred. 
It never was, and it never will be, 
the intention of bonafide authorities 
on medicine that ready-made pills be 
used in the treatment of disease; the 
intention is to have the preparations 


reach the patient in the purest and 


freshest state possible—The N. A. R. 
Journal. 


REFERENDUM ORDERED ON 
MAINTENANCE OF RESALE 
PRICES. 


Washington, D. C., Feb. 6.—The 


Board of Directors of the Chamber 


of Commerce of the United States 
have voted that the report of a 
special committee of the National 
Chamber on the maintenance of resale 
prices shall be submitted to referen- 
dum. The committee had reported to 
the board that it was not able to 
present a unanimous report. | 

_ There are ten members of the com- 
mittee. Its chairman is Paul T. Cher- 
ington, a professor in the Harvard 
Graduate School of Business Adminis- 
tration. The reports of the different 
groups of the committee cover some- 


thing like nineteen printed pages, and 


have seventy-five pages of appendices. 
majority recommendation: favor- 


ing legislation permitting price main- 
tenance was signed by seven members, 


two of them, however, modifying their 


assent by filing a supplementary re- 


port. With the majority report came 


the comment that a National Chamber 
committee had rendered a report last 
February favorable to the principles 


of price. maintenance and the ma- 


jority members saw no reason in any 


way to modify the conclusions arrived | 


at and given to the (hammer at that 
time. 


BACK UP REPORT FAVORING PRICE 
MAINTENANCE. 


“But on the contrary,’ the com- 
ment continued, “after additional ex- 


haustive investigation by consulting 


a large number of organizations, com- 
posed of many thousands of mem- 
bers in all branches of trade and 
industry, as well as many individual 
producers, distributors and consumers, 
and after having collected evidence 
from. a great many sources, we repeat 
the language of the committee’s pre- 
vious resolutions of February, 1915, 
as our report and conclusions, viz: 

“ “Your committee is convinced that 
legislation permitting the maintenance 
of resale prices, under proper re- 
strictions on identified merchandise, 
for voluntary purchase, made and sold 
under competitive conditions, would 
be to the best interest of the pro- 
ducer, the distributer and of the ail 
chasing public, or consumer.’ ” 


FEDERAL TRADE COMMISSION AID 


SUGGESTED. 

The supplementary report signed 
by two members who also signed the 
majority report, recommended that in- 
jurious price cutting be included with- 
in the scape of the jurisdiction of the 
Federal Trade Commission over unfair 
methods of competition. 

MINORITY: OPPOSES PRICE 
MAINTENANCE. 

Three members of the committee— 

Frank H. Armsttong, of Chicagoy 4 


wholesale grocer, president of Reid, 
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Murdock & Company; Frederick H. 
Rike, of Dayton, president of the 
Rike-Kumler Department Store and 
president of the Greater Dayton As- 
sociation; and Percy S. Straus, of 


New York, of R. H. Macy & Com- 


pany, and president of the New York 
Retail Dry Goods Association—pre- 
sented a minority report “unable to 
approve of the principle of price main- 
tenance as being in the public inter- 
est.” They recommended, therefore, 
that no legislation on the subject be 
enacted at this time. Those signing 
the majority report were: George M. 


Courts, of Galveston, Texas, formerly 


president of the National Association 
of Stationers; James F. Finneran, of 
Boston, president of the Woodward 
Drug Company; Henry B. Joy, of De- 
troit, president of the Packard Motor 
Company; Paul H. Nystrom, of New 
York, a retailing expert; F. H. 
Whitcher, of Boston, president of the 


American Shoe Tip Company; Ed- 
ward S. Rogers, of Chicago, a lawyer 


and a copyright and trade mark au- 
thority, and Professor Cherington. 


ADVANTAGES ARGUED FOR PRICE 


MAINTENANCE. 
Conclusions of the majority are that 
the advantages of price maintenance 
are partly economic and partly social. 
1. A properly regulated system of 
price maintenance on identified mer- 


chandise made and sold under com- 


petive conditions puts the emphasis in 
competition upon quality and service, 
while at the same time, it provides for 
the public adequate protection against 


extortion. 


2. Price maintenance under these 
conditions preserves the social ad- 
vantage of. an adequate incentive to 
invent and devise new products. 

3. Price maintenance under these 
conditions serves to prevent monopo- 
listic control of production processes 
by powerful distributers. 

4. Price maintenance: under these 
conditions preserves::the social ad- 
vantages of such distribution conveni- 
ences as are represented by neighbor- 


hood stores and by small, but skillful 


merchants. In some trades, it is the 


sole guarantee of the preservation of 
the accepted system of distribution. 
For instance, it assures the preserva- 
tion of the book stores as individual 
enterprises. If the social value of 
such factors as these is less than their 
economic cost they are not worth 
preserving. But who is ready at this 
time to encourage their annihilation? 
It is noteworthy that the agitation in 
favor of restoring to producers the 


control of resale prices originated 


with the small, independent retailers, 
and that most of the opposition to it 
comes from the large and powerful re- 
tail concerns. 

5. The right of the producer to set 
resale prices is an accepted principle 
of business law. It has been re- . 
stricted recently in this country by 
close decisions of the Supreme Court, 
none of which was decided on the 
basis of general principle alone. The 
committee believes that in the long 
run the public interest will be best 


served by legislation specifically per- 


mitting this method of doing business 
in identified articles made and sold 


under competitive conditions. 


PROPOSED FEDERAL TRADE PRO- 
VISIONS. 


Signing the supplementary report 
were Mr. Rogers and Professor. Cher- 
ington. It proposes to insert in Sec- 
tion 5 of the Federal Trade Com- 
mission Act in statutory language 
provisions which will have the follow- 
ing effect: | 

In regard to products that are iden- 
tified in their sale to the public by 
name, brand, or trade mark—and that 
are made and sold under competitive 
conditions: No merchant, firm, or 
corporation shall offer such articles for 
sale at a price other than that stipulated 
by the producer for the original sale 
of the articles at retail (provided the 
producer has given due notice of such 
price to the retailer by mark upon 
the article or otherwise); with the 
purpose or effect of (a) Making it un- 
profitable for other retailers to handle 
said articles, (b) Promoting the sale 
of a substitute or imitation, (c) At- 
tracting trade away from competitors, 
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where the result is to injure the repu- 
tation of said articles or the good 
will of their producers or materially 
to impair the general distribution of 
said articles. 

While the work of the committee 
has been confined in its instructions to 
identified merchandise, it believes that 
the principle involved in this recom- 
mendation is capable of extension to a 
much wider field and that the preda- 
tory cutting of prices on merchandise 


in general has been and is a favorite 


method of oppression on the part of 
unfair business to destroy small com- 
petitors and local producers and that 


legislation could very properly define 


such practices as an unfair method 
of competition. 


OPPOSE FEDERAL LEGISLATION. 
With the formal report which 


makes its adverse recommendation in 
a space of four lines, the minority 
filed an explanatory statement. They 


take the ground that the recommenda- 
tion of the majority is directly con- 


trary to the conclusions of Federal 


and State courts on matters of prin- 
ciple, that the right to fix resale 
prices supposed to exist for a short 
time was never understood to exist 
except as an incident to patents, and 
that anti-trust provisions in the con- 
stitutions and laws of twenty-nine 


States indicate a policy expressly in- 


consistent with the idea of mainte- 
nance of resale prices. The minority 
dwell upon the importance of trade 
being “unhampered and unshackled 
by the requirements or commands of 
any man, or combinations of men, or 
any system whatsoever,” 
well-known principle of the common 
law that there could be no valid re- 
strictions governing the transfer of 


articles of trade from hand to hand. 


Finally they take the stand that leg- 
islation legalizing price maintenance 
will give rise to a situation such that 
it will become difficult for men who 
seek to enter manufacturing and small 
merchants to establish themselves. 
With the minority report, as with 
the majority, a brief of the law as in- 
terpreted by this side is printed. 


recalling the 


[Reprinted from Rhodora, Journal of the New 
England Botanical Club, vol. 17 (1915).—A 
monthly magazine devoted to the flora of the 
northeastern United States. Published in Bos- 
ton (1052 Exchange Building) and Providence 
(Preston & Rounds Co.). Price $1.50 per year 
(domestic and foreign).] 


RANGE EXTENSION OF CEANO- 
THUS SANGUINEUS. 
By Oliver A. Farwell. 
In the Synoptical Flora and in Piper’s 
Flora of the State of Washington the 


distribution of Ceanothus sanguineus, 
Pursh is given as from Brit. Columbia 


to N. California and Idaho. Howell 
gives the same range but extends it 


eastward to Montana. Rydberg, in the 
Flora of Montana, says it occurs only 
on the western slope of the main range 


of the Rocky Mountains. Coulter’s 


Manual, Ist edition, credits it to the 


region of the Missouri and its tribu- 


taries, but it is not given a place in the 
2nd edition. Pursh, who first described 
it from material collected by Lewis, 
gives it as “Near the Rocky Mountains, 
on the banks of the Missouri’; in so 
far as this statement by itself is con- 


cerned, it might mean either the eastern 


or western slope of the Rockies or both; 
I have not access to any records that 
might determine the point in question. 


The plant, however, has been considered 


to belong exclusively to the northwest- 
ern region west of the main range of 
the Rocky Mountains. Its discovery, 
therefore, in the Keweenaw Peninsula, 
in Michigan, is of more than local in- 
terest. I first collected it in fruit in 


August, 1886, near Copper Harbor. At 
that time, being young in years and bo-— 


tanical experience, my main object was 
to make each species I found agree with 
some one of those enumerated in Gray’s 
Manual; so it naturally found a resting 
place in the species cover of C. Ameri- 
canus where it remained forgotten until 
1914. Having in that year had occa- 
sion to examine critically my material 
of the eastern species I at once observed 
that the Keweenaw plant was not C. 
Americanus. An_ investigation con- 
vinced me that it was either C. san- 
guineus or a new species. On a trip 
to the Lake Superior region early in 
July of this year (1915) I found the 
shrub in full bloom. It proved to be 


-C. sanguineus. I examined a section 
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of territory about half a mile long by 
as much wide and found the plant to 


be quite plentiful; the probabilities 
are that it may be found over a much 


larger area. It is found in rocky 


woods, the rock being of trap rock 
formation; the woods are mostly of 


evergreen trees but have a good sprin- 


kling of oak,. birches, willows, poplars, 
maples and other deciduous trees and 


shrubs. It is, of course, indigenous to 


this region. The possibilities of its 
having been an introduction from west 
of the Rockies are so remote as to be 


negligible. Plants from the eastern 


slope of the Rockies might be intro- 


duced to the Lake Superior region by 
way of the rivers and streams which 


find an outlet through Lake Winni- 


peg, Winnipeg River, the Lake of the 
Woods, Rainy Lake River, and Pigeon 


River to Lake Superior, but this line 
of travel would not transport the seed 


of a plant from the western slope, nor 
would the Missoyri carry the seed 


from that region to Lake Superior. 
‘The same remarks apply to another > 


plant, the Mimulus moschatus, Dougl., 
which is native to the same regions; 
it may have been introduced further 
east as an escape from cultivation, but 


the argument will not apply here, 


since, so far as I have been able to 
learn, it was never cultivated in the 
Copper district of Michigan unless 
gathered for the purpose from the 
local native plant. The only probable 
explanation of such widely separated 
stations is that the species in pregla- 
cial times were more generally dis- 


tributed, but that the ice of the glacial 


period destroyed intermediate stations. 

DEPARTMENT OF BOTANY, 

Parke, Davis & Company, 
DETROIT, MICHIGAN. 


TRICKERY EVIDENT. 

“Pa,” inquired a seven-year-old seeker 
after the truth, “is tt true that school 
teachers get paid?” 

“Certainly it is,” said the father. 

“Well, then,” said the youth indig- 


Hantly, “that ain’t right. Why should 
the teachers get paid when us kids do 


all the work?’’—Ladies’ Home Journal. 


SOME EXPERIENCES WITH THE 
SALOL-COATING OF PILLS.* 


J. C. and B. L. De'G. Peacock. 


The coating of pills with salol in 
order to render them insoluble in the 
stomach for the purpose of carrying the 
medicine into the intestines has been 
practiced for years past. Methods have 
been frequently described and one is 
set forth in the current edition of the 
National Formulary. 

During the past two years salol- 


coated pills have been frequently called 


for, and the knack of salol-coating had 
to be developed by our prescription de- 
partment. What is about to be said is 
by no means a discovery, but merely a 
recitation of experiences in the actual 
practice of the process, a few simple 
facts which may help those who are 
called upon to do this ‘work for the 


first time. 


Two methods of salol-coating have 
been suggested; first, that of dipping 
the pills into the melted salol by means 
of pins and rotating in the air until the 
salol has solidified, removing the pin 
when a sufficient coat has been taken 
on and closing the puncture with a drop 


of melted salol. 


Second, the method in which the pills 
are placed in a vessel in which salol has 
been melted, and the vessel rotated until 
the salol congeals. 

The second method is the plan given 
in the National Formulary. | 

The first method does not appear to 
have been as generally used as the sec- 
ond. It is very much more tedious to 
stick pins into the pills, dip them into 
the salol and rotate a number of pills 
at one time, than to place the pills all 
at once, into a vessel, and rotate. 

Besides, the salol sometimes chips off 


_when the pin is.withdrawn and the seal- 


ing produces an unevenness of coat 
which is not pleasing to the eye. 

The second method is therefore much 
less tedious, and more rapid; and with 
a little practice gives excellent results 
both in the amount of salol applied and 
in the appearance of finished pill. __ 

The pills which were most frequently 


* Read at the meeting of Phar- 
maceutical Association, June, 1915. 


q 
| 
4 
‘ 
. 
2 
a 
q 
FED 
ict 


THE PACIFIC PHARMACIST 


_ordered to be salol-coated, contained sil- 
ver nitrate, sometimes with extract of 
hyoscyamus, and sometimes with opium. 

The mass should be hard in order to 
get the best results. It is also desirable 
to have pills as nearly round as possi- 


applied, and while it is best not to leave 
more of this adhering than is necessary, 
the slight amount which may be needed 


in some cases is not objectionable. The - 


size of the pill does not matter, although 
as in almost all pill work, a pill of one 
grain weight is easier to mamipulate - 
than a smaller one. 


pills ; powdered licorice root, kaolin, talc 
and confection of rose were used with 
good results. 

The National Formulary (III), page 


122, Section 2, enteric pill-coating, para- 


graph b, Salol-Coating, reads as follows: 

“The pills, carefully freed from dust- 
- ing powder, are dropped into a capsule 
containing enough salol (approximately 
0.06 gm., (1 grain) to every 0.8 gm., 
(3 grains), pill), previously melted by 
the heat of a water bath and allowed 
to cool so that by passing the hand 
along the bottom of the dish there is 
scarcely any warmth felt, and the cap- 
sule is then rotated until the pills are - 
coated and the salol has. congealed. . 
The process is repeated twice, eachtime . 
reducing the salol about one-half. Fi- — 
nally a finishing coat is applied by using 
only sufficient salol to coat the dish - 


when melted; the dish being now kept 


quite warm (almost hot), ‘the pills ro- 
tated quite rapidly until they are quite . 
shiny, then turned into a cool dish, and — 
the rotation continued until the. pills 
are cool.” | 

This plan was followed to the letter 
in the first several attempts which were 
made. The results, however, were not 
satisfactory, mainly because an_ insufh- 
cient quantity of salol is ordered for 
the first three treatments. Further, the 
use of more heat in the fourth treat- 

ment is very likely, in fact almost cer- 
tain, to melt off some of the salol; and 
again, transferring to a cool dish pro- 
duces uneven or irregular coating due 


the-expernnrents™ 


made, mass was added to the very small 


to a too sudden reduction of tanger” 
ature. 


‘It was better to: 


-more salol with which to start the treat- 


ment, and also, as nearly as possible, to 


use the same temperature in all the 
ble. ‘Fhe usuak dusting powders cam be — treatments. 


After a number of experi- 


-ments, the following plan was worked 
out and has been: used with constant | 


success by a number of operators: 


One of the most important details . 


from the standpoint of practice is the 
- selection of the vessel in which te do 


- the coating, 


Concave capsules and similar sii 


vessels are not well suited because the 


pills tend to roll out during the rota- 
tion of the vessel, or at least get to 


some extent out of contact with the 
melted salol. 


Flat bottom vessels with 


‘are better suited because the pills are 
‘not so likely to be thrown away’ from 
the salol during rotation. 
still the chance of the- pills flying over 
the flaring: sides. The-vessel which ap- 


‘But: there: is 


pears to be best suited is a flat-bottomed, 


white enamel pan,- with perpendicular 
sides; a handle gives additional conve- 
-‘mence to, this vessel;’a size’ convenient 
for coating 24 to 30 pills is about 4. 


.inches in. diameter by about 134. inches 
_ deep... The inner surface should be 
smooth. material. of : this. vessel 
seems well: ‘adapted to the gradual cool- 
‘ing’ of the salol,. a: feature which is es- 
sential to. success. 
ee perpendicular sides of this ves- 
sel prevent the pills from flying out, and 


, the .flat -bottom. keeps. the pills in con- 


stant contact- with. the salol. . 

For 24 pills of 1 grain each, twenty 
. grains of salol.were-usually found to be 
sufficient for the. first three applications, 
and for the fourth and final treatment 
about seven grains additional were re- 
quired. 

The vessel having been: disci upon, 
the proportionate amount of salol is 


placed in it, then warmed over a flame 


(a water bath is not needed), just suffi- 
ciently to melt the salol, and the lique- 
fied salol flowed over the bottom and 
into the angle of the-vessel. The tem- 
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perature is now allowed to fall until 
the salol is nearly. ready to solidify; at 
this point the pills are placed in the ves- 
sel, which is immediately rotated to 
prevent the pills from sticking together 
either from capillarity through melted 
salol on neighboring pills, or from sud- 
den reduction of temperature, congeal- 
ing the salol on the pills. 

A thump against a block or the hand 
will separate pills when rotation alone 
does not. | 
. Rocking the vessel at an angle will 
also keep the pills separated.and in mo- 
tion well suited to proper coating. The 
pills must not be rotated too rapidly, 


even in the flat-bottomed dish with per- — 
pendicular sides, as the centrifugal force 


may throw the pills against the wall of 
the dish and out of contact with the 
salol. | 

Resting the vessel upon the counter 
or the hand during rotation, and using 
just enough rotation to keep the pills 
separated, gives the best results. The 
- vessel should be rotated or rocked until 
free from sensible heat. The pills are 
then turned into a box. The coat of 
salol taken on in the first treatment will 
not usually mask the color of a black 
pill. 

For the second treatment the dish is 
again heated, just sufficiently to melt the 
salol remaining; when it has cooled to 
some extent, the salol still’ liquid, the 
pills are put back into it, and rotated 


as before until cold. The second treat-. 


ment will show a decided change in ap- 
pearance. | 
A third application of salol is made 
in the same manner. This treatment 
appreciably increases the shell of salol. 
For the fourth coating it 1s necessary 
to supply more salol, usually about one- 
third of the original amount taken, it 
being added to whatever remains in the 
vessel. For the fourth and final coat- 
ing the vessei does not need to be made 
any warmer than for the first three 
coatings, nor is it necessary to transfer 
the pills to another dish as suggested vl 
the National Formulary. 

The rough uneven appearance of the 
coating that may be met with in one’s 


THE PACIFIC PHARMACIST 


first efforts can be repaired by heating 
sufficiently to melt off all the salol, and 
then resorting to proper conditions. 
This rough appearancé is usually due 
either to insufficient salol or toa sud- 
den drop in the temperature of the 


melted -salot. Should 'the partly coated 


pills be thrown into a vessel that is too 
hot, the salol will be melted at the point 
of contact and the pills show uneven- 
ness when salol has been lost or ‘even 
bare spots. To remedy this appearance, 
melt off all the salol and return to the 


conditions outlined. 


As to the numbr of pills that can be 


coated in a vessel of given size, from 
twenty to thirty can be conveniently 


done in the one described. Even fifty 
can be done in this vessel, but experi- 
ence will be needed; for fifty or more — 
pills a larger dish should be provided, 


or the lot divided for treatment. 


To indicate the wide scope of possi- 
bilities in salol-coating, pills which had 


been massed with petrolatum have been 


coated. Gelatin capsules are also or- 


dered to be salol-coated. This can be 


done by the same method. Even hard 
capsules containing liquids such as creo- 
sote can be coated by first placing the 
capsule inside of a slightly larger one.' 
Soft elastic capsules may also be en- 
veloped in salol as the sample shows. 


1 Samples were shown. 


MY DENTIST. 


“My dentist is a learned man, 
At least he is esteemed as such, 
On sanitary things he can, 
_ And does, instruct his patients much ; 
But it appears incongruous (I blush 
with regrets ) 
His talk to old and young ones 
When he himself smokes cigarettes, 
And has a breath that smells of 


onions.” 


—By Burton Lee DD. 


in Oral 
Hygiene. 


The barber is “next.”’ Who will vol- 


unteer a poem, or, better still, 
“blank” verse? 
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A MEDLEY.* 
George M. Beringer, Jr., P. D. 


Few men have so many problems and 
difficulties presented to them in their 


daily work as does the pharmacist. Ac- 


cidents happen, preparations go wrong, 
materials are spoiled or rendered unfit 
for further use, by what, to the casual 
observer, would seem the sheer perver- 
sity of the things themselves. To him 
who yields without struggle to such 
conditions, life is but “an empty dream.” 
To him who, by the application of some 
almost insignificant bit of knowledge, 
conquers them, there comes the wild 
joy of wresting from an apparent de- 
feat, an assured victory. 

_ An illustration is furnished by a hap- 
pening of a few months ago. A barrel 
of potassium bicarbonate, of German 
manufacture, had been on hand for 
some time. It was lined with parch- 
mentized paper. Through some defect 
in the manufacture of the paper or the 
action of the salt upon it, the paper 
began to disintegrate. The more one 
tried to separate the salt and the paper 
the more they mixed. A boy was put 
to work spreading it on a table and 
picking out the bits of paper. It looked 
all right, but the first pound sent out 


was returned in a hurry. The paper 


was still there. 


With the facilities at hand, recrystal- 
lization was out of the question, but 
nearly 200 pounds of material could not 
be wasted, especially in the face of a 
rising market. Then came the magic 
inspiration of the electric fan. A small 
fan was set awhirl at one end of a long, 
narrow table. The table was covered 
with clean, heavy paper, and, along the 
edges was placed a row of wooden 
boxes to prevent the potassium bicar- 
bonate from rolling to the floor. The 
end was left open. 

Through the swift current of air, 
passing along this narrow channel, the 
material was allowed to drop, a handful 
at a time. Away went the paper—big 
bits and little bits—in a merry whirl, 
while the heavy chemical—bright and 


* Read at the meeting of the New Jersey 
Pharmaceutical Association, June, 1915. 


clean—dropped on the table—freed from 
its troublesome companion. Scarcely a 
pound of material was lost. 


CLEANING CAPSULES. 


How do you clean capsules after you 
have filled them with powdered mate- 
rial? Do you wipe them on the towel 
at the prescription counter? Whether 
that towel is clean or otherwise? Well, 
don’t confess what you do—just try this. 
Take a piece of absorbent gauze of such 


size that it can be folded into a square 


of eight or ten inches, having four thick- 
nesses of material. Place the capsules 
to be cleaned in the center of this. 


Gather up the corners and edges of 
the gauze into one hand, in such a man- 
ner that the capsules are suspended in 
a loose bag. Now rub this bag across 
the palm of the other hand a few times, 
pressing firmly, Each capsule is rubbed. 


between the layers of gauze, and every 


particle of powder is removed, leaving: 
it — and clean. 


~GRANULATING., 


— You are in a hurry for some cam- 
phorated oil. You crush the camphor 
into coarse lumps, and throw it into 


the oil, put the mixture on a water- 
bath for an hour or so, and return to 
find lumps of camphor still in evidence. 
Then, if you are of that temperament, 
there follow a few splutters, dashes, 


blanks and exclamation points, but the — 


camphorated oil is still unfinished. Be- 
fore you try it again, go to your hard- 
ware dealer and spend from 75 cents 
to $1.25 for an almond grater. Put 


your camphor into this machine, a few 


lumps at a time, turn the handle, and 
have the camphor in an almost uni- 
formly fine granule. Add this to your 
oil. Put it on the water-bath and have 
your preparation—less the dashes, etc., 
in fifteen minutes. 


Speaking of the almond grater, you 


will be surprised at the number of uses 
you will find for it. You can granulate 
castile soap for making soap liniment. 
You can granulate opium, if you make 
preparations of that drug. And you 
can granulate almonds and make your 
almond meal from real almonds. 
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SAMPLING NIPPLES. 


Take a smooth piece of wood of con- 
venient length—about one-half inch 
thick and six inches or more wide. 
Sand-paper this perfectly smooth and 


mark off points one and one-half inches 


apart each way to the same number as 
you have styles of nipples. Attach 
three-fourths inch, or any convenient 
size, wooden button molds, which you 
can obtain at any store dealing in dress- 
making goods, at each point, by means 
of small brass screws, and over each 
peg, thus formed, a nipple is stretched. 
For larger nipples, like Hygeia, use the 
top of turned wood boxes of convenient 
size, with a hole drilled through the 


middle. For smaller sizes like the Maw 


style, use large round-headed brass 
screws. The nipples can be arranged 
on the stock shelves in the same order as 
on the display board described. If so 
desired, a small label can be put on the 
board ‘in front of each nipple, giving 
the name of that particular style, or its 


-number, so that one can be picked from 


the proper box without disarranging the 
rest of the stock. The nipples should 
not be sold directly from the display 
board, but should be changed at ‘fre- 


quent intervals so as to keep them in 


good condition. 


PASADENA—AN APPRECIATION 
By J. W. Wood. 


Where the wizard hand of Summer 
Paints the skies with tender blue, 
Where caressing winds of Southland 
Breathe their incense sweet and true. 


Where the ocean, yonder gleaming, 
Kisses gently bending skies, 

Where the sunbeam’s magic pencil 
Gilds the peaks that proudly rise. 


Where in heart of stygian canyons 
Rippling rills and rivers grow 
Where begin their merry journeys 
In the everlasting snow. 


Here midst breath of a thousand blos- 
soms 

And the sound of the songbird’s lyre 

Lies the valley of contentment 

And the garden of Desire. 


7 


SUBSTITUTE FORMULAS FOR 
SPECIALTIES. 


By Otto Raubenheimer, Phar. D. 


The substitution of one drug for an- 
other has been practiced from the earli- 
est times. Was it not Claudius Galenus, 
the great Roman physician-pharmacist, 
who was about the very first to prepare 
a lengthy list of drugs, “Quid pro quo,” 
a list which remained in use until about 
the sixteenth century. 

Even at the present time the manu- 
facturing chemists and the retail phar- 
macists are advocating the substitution 
of sodium salts in place of potassium 
salts, owing to the fact that the latter 
are quite scarce and much more expen- 
sive on account of the European war. 
In connection with this it should also 
be remembered that sodium salts pos- 


sess two further advantages over potas- 


sium salts, namely, that they are more 
soluble and have a smaller molecular 
weight. | 

So much for drugs and chemicals— 


that is, their substitutes. How about 


preparations? How about substitutes 
for some of the proprietary preparations 
or specialties? It is needless to point 
out that the two standards in pharmacy, 
the U. S. P. and N. F., contain such 
substitutes. It is for this reason that — 
on numerous occasions both of these 
works have been severely criticized. 


Personally, the writer has always held 


the opinion that it was perfectly legiti- 
mate and proper for the pharmacist to 
manufacture such so-called substitutes, 
providing, however, he sells these upon 
their merit and does not dispense same 
when the proprietary preparations or 
specialties are called for. Let it be 
thoroughly understood that the writer 
does not advocate the substitution of 
such preparations in place of the pro- 
prietary articles! 

On several occasions and again at the 
Nashville Convention of the A. Ph. A., 
I had the privilege to present a copy 
of the Formulary of Pharmaceutical 
Specialties published by the Ltixem- 
berger Apothekerverein. This little for- 
mulary gives a great many formulas 
for specialties from Germany, France, 
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and even the United States. The Latin 
titles are followed by the name of the 
specialty, for instance, Linimentum Cap- 
sici Compositum (Pain-Expeller), Emul- 


si0 Olei Jecoris Aselli (Scott’s Emul- 


sion), Antipyreticum Americanum (Anti- 
kamnia), and last, but not least, Bro- 
midia (Bromidia Battle). . This may 
serve as an illustration what the Luxem- 
burg Apothecaries’ Society is doing. 
The writer has just received from the 
Deutscher Apotheke-Verein, Berlin, a 
copy of a booklet having the title 
“Sammlung von Vorschriften fuer Zu- 


bereitungen zum Ersatz von Spezialita- 


ten des Feindlichen Auslandes,” which 
translated into English means, “Collec- 
tion of Formulas for Substitute-Prep- 


arations of Specialties from Belligerent 
Countries.” 


The preface of the book tells us that 
owing to the existing conditions of war, 
these foreign specialties are partly un- 
obtainable and should by all means be 
replaced by substitutes which the Ger- 


man apothecary can very easily prepare 
himself. 


It is needless to say that principally 
French and British proprietary prepara- 
tions are dealt with, for instance: 


Capsules Guyot, Cascarine Leprince, 
Eau dentifrice du Dr. Pierre, Liqueur 
anti-goutteuse de Laville, Capsules Pau- 
tauberge, Grains de sante du Dr. Franck, 
Injection Brou, Pilules de Biancard, 
Quina Laroche, Sirop d’Aubergier, Sirop 
de Dusart, Vin de Dusart, etc., etc. 

Bishop’s Citrate of Lithia, Easton’s 


Syrup, Eno’s Fruit Salt, Roche’s Em- 
brocation, Beecham’s Pills, Calvert’s 
Carbolic Tooth Powder and Paste, Elli- 


man’s Embrocation, Hazeline-Cream, 
Hazeline Snow, Morison’s Pills, Pink 
Pius. ote, 

I find that about one-half a page is 
devoted to Browne’s Chlorodyne, and it 
is claimed that the formula given is the 
original one which has been supplied 
from a British source through apothe- 


cary Mandowsky of Hamburg. 


Another interesting feature of this 
booklet is that there are two and a half 
pages of specialties which are arranged 
in a table, in case they merely consist 


of one ingredient, as f. i., Santal Midy 
—Caps. gelat. Ol. Santali 0.3 Gm. 


The writer, as chairman of the Com- | 


mittee on Recipe Book of the A. Ph. A., 
was indeed pleased to receive this For- 


mulary, which no doubt will come in | 


very handy in the compilation of for- 
mulas. This little book will no doubt 
convince us of the proverbial German 
ingenuity and may well serve as an ex- 


ample to American pharmacy and to 


the American Pharmaceutical Associa- 


tion. 


THE COLLEGE oF PHARMACY, JERSEY 
Crty, June Zist, 1915. 


TREATING WOUNDS WITH CARBON 


DIOXIDE. 
The enormous percentage of suppu- 
rating wounds in the present war 
has revived the world-old use of car- 


bon dioxide in the treatment of in-— 


fected wounds. A bayonet thrust or a 
jagged cut from a shrapnel fragment 
or any one of a thousand wounds may 
readily become infected and, especially 
in the case of punctured wounds, it is 


sometimes a problem to secure proper | 


drainage. 
The old method of packing the 
wound with gauze, which must be 


withdrawn and replaced daily, is 


rapidly giving way in certain hospi- 
tals to the more modern use of the 
so-called “carbonyl” wound powder. 
This powder is a mixture of bicar- 
bonate of soda, acetic acid and sugar 


and when packed into the wound © 


slowly evolves carbon dioxide gas 
which, in forcing its way out, clears 
the way for the passage of pus. The 
mixture is antiseptic and the sugar is 
added because of its well known 
healing power. 


WORKMEN’S COMPENSATION. 
Workmen’s compensation laws have 


been placed upon the statute books of 
thirty-one States. | 


PRECAUTION. 
Jugger—Where’s the best place to 
stop in Boston? 


Naught—Before you forget your 


name and address.—Dartmouth Jack o’ 


Lantern. 
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MODERN BUSINESS METHODS 
FOR PHARMACY. * 


By E. Fullerton Cook, P. D. , 


Notwithstanding the many signs to 
the contrary, pharmacy retains to-day 
many features which are distinctly pro- 
fessional, although the commercial side 
is rapidly increasing in importance. 
The desire on the part of pharmacists 
in the past, to maintain ideals which 
they termed “professional” has largely 
been responsible for failure to apply 
proper methods to the drug business, 
and we face to-day a condition in some 
stores where the commercial side or the 
merchandising end of the business is 
entirely eclipsing anything of a profes- 
sional character; yet in other localities 
there are many signs which indicate that 
professional pharmacy is coming into its 
own and is advancing to a point never 
dreamed of in the past. It is quite safe 
to predict that the future will more 
sharply draw the line of demarcation 
between the so-called commercial phar- 
macy where merchandising is given al- 
most exclusive consideration, and the 
store or laboratory where the emphasis 
is constantly placed upon professional 
activities and scientific work. Even 
though this condition is true, it never- 
theless remains as a necessity of mod- 
ern business that both types of pharma- 
cists, if they would continue to exist, 
must understand and adopt methods in 
the conduct of their business which in- 


sure a profit. Now, these methods do 


not differ materially in principle whether 
they are applied to the most ethical pro- 
fessional man in his relation to his pa- 
trons or whether they are enforced by 
the highly departmentized and commer- 
cialized drug store. 


A recent article in one of the largest 
national weeklies described, in an exag- 
gerated form, the condition which exists 
in pharmacy to-day. The successful 
old-time druggist, many years in busi- 
ness, learns of the anticipated opening 
in his neighborhood, of a so-called 
“chain” drug store, conducted by a 
corporation and managed on the most 


*Read at meeting Delaware Pharmaceutical 
Association, 1915. 
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approved and modern business princi- 
ples. According to the story, he imme- 
diately retires from business, feeling 
that he was incapable of successfully 
competing with such methods, and, in 
talking with his friend, predicts the 
failure of all of the other older stores 
in the town, very shrewdly saying that, 
“The only possible hope for successful 
competition with stores of this new type 
is to adopt all of the methods which 
they are successfully using, and do it 
first, and a little better.” This is doubt- | 
less an extreme view, because a success- 
ful pharmacist in a neighborhood should 
have an invaluable asset in the confi- 
dence which the community places in 
him, and because of his personal rela- 
tions with patrons, and yet, the sugges- 
tion to learn modern methods, and im- 
mediately introduce them into your own 
business is the best possible advice and 
is worthy of the most earnest consider- 
ation. It is the intention here to briefly 
outline some of the principles which are 
being advocated to-day for successful 
business. owe 


The keynote and business text, which 
should be foremost in thought, contin- 
uously emphasized and always be a 
guiding motive, is service to the cus- 
tomer. The adoption of this principle 
by the proprietor and his clerks will 
answer many petty problems which arise 
and insures at once the proper attitude 
toward customers. Someone has said, 
“Love your customers, for out of them 
are the issues of business life,’ and 
this is but another way of expressing 


service. 


A second essential, equally important, 
which must not be lost sight of by a 
business man, is the assurance that a 
profit is forthcoming. In other words, 
the two parties to the transaction: he 
who receives the service, and he who 
renders the service, must both receive 
value or the transaction is not ideal. 

In order to insure service and a profit 
there must be intelligent management in 
a business. The proprietor or manager 
should not be concerned too closely with 
the more minute routine or detail. He 
should have time to study the entire field 
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of operation and be able to lay his cam- 
paign with every branch of the service 
before him, and with an intimate knowl- 
edge of every factor. Roughly stated, 
the business should be before this ex- 
ecutive head in the following four di- 
sions: Purchases, Sales, Expenses and 
Profits. These four departments are in- 
terdependent and all essential; and each 
requires a special study and control in 
its relation to the others. 


Purchases: This branch of the busi- 
‘ness is its very backbone. Facing ag- 
gressive competition, the merchant 
knows that if he would sell at a price 
which will appeal to the intelligent cus- 
tomer and yet make a profit for him- 
self, he must buy goods at the right 
figure. The goods sold must be of a 
quality which the trade demands and 
the price one which will enable him to 
meet competition and yet make a profit. 
This means, first, an intimate knowledge 
of the demands of the community. Sec- 
ond, the value and variety of goods of- 
fered and the best and cheapest market 
in which to buy. Third, a close watch 
upon stock so that overstocking is 
avoided and yet sales not missed by 
being “just out.” Over-buying is a seri- 
ous menace to profits since a turn-over 
of stock six times a year requires half 
as much capital as a turn-over three 
times a year. Fourth, in the purchase 
of goods the important point of taking 
discounts for prompt payment must not 
be overlooked. If this is done even 


semi-monthly and the discount is only 


1 per cent. it means 24 per cent. in- 
terest on the money thus invested. In 
addition to this, the discounting of bills 
insures a relation with the wholesale 
house which gives the business man 
many favors in the way of bargains 
and special prices. This business cus- 
tom also establishes a type of credit 


sirable; and lastly, but not least, the 


discounting of bills relieves the pro-- 


prietor of the worry about unpaid ac- 
counts and large bills coming due, the 
worry from which would often incapaci- 
tate him for handling the many store 
problems which arise. 


Sales: Under this head the proprie- 
tor of a store must consider every 
means by which increased sales can be 
secured. Goods which have laid upon 
the shelf longer than sixty days become 
a serious menace to the profit account 


since it means stock and capital tied up 


and not working. How can this be 
stimulated? The man who simply waits 
until a customer comes into the store 
because he happens to be passing that 
way will soon find that someone else 


has not waited for the “just happen 


tendency,” but has drawn to his own 
store by good advertising that pros- 
pective customer of yours who “might” 
have come your way. Sales must be 
stimulated by legitimate advertising 
methods but do not forget, again, that 
the customer must receive service and 
be pleased by his purchase. If this does 
not follow, it were better that the sale 
had not been made. No more difficult 
handicap can be imagined than dissatis- 
fied customers and, on the contrary, no 
better advertising can be secured than 
through pleased and satisfied customers. 
Advertisement is the steam, driving 
many a large business to success, but 
it must be carefully applied. Probably 
the best and at least the first advertise- 
ment that every drug store should strive 
to offer is a clean and attractive store, 


served by neatly dressed, courteous and 


competent clerks. No amount of other 
forms of advertising will be worth while 
if the customer does not find in the 
store the attractive feature described, 
i. €., prompt and efficient service. 

The store, itself, should be arranged 
so that suggestive salesmanship can be 
stimulated to the highest degree. or 
instance, all preparations which relate 
to the treatment of the teeth should be 
attractively. grouped so that when a cus- 


- tomer buys a tooth-brush it will be 
which is from one standpoint very 


possible for the clerk to ask, in a proper 


way: “Have you ever tried this mouth 


wash, which we are specially recom- 
mending?” or a tooth-paste of excep- 
tional merit may be referred to, etc. 
Other allied toilet articles or general 
merchandise which lend themselves to 
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suggestive salesmanship should be 
grouped. 

Needless to say, proper attention 
should be given to window decorations 
and a part of the money set aside for 
advertising should be used in making 
these attractive. It would be wise to 
make it the duty of one of the clerks 
to study up ideas for the windows and, 
under proper direction, do the deco- 
rating. Frequently, one clerk will be 
found peculiarly qualified to do this. 

Other forms of advertising should 
also be conducted from time to time. 
Newspapers, trolley advertising, small 
monthly papers, circulars, samples, pre- 


miums, etc., etc., as may be best adapted 


to the particular business. A. specific 
sum should be appropriated each year 
for advertising and expended in ways 
which bring the best results. Some- 


times a remodeling of departments, new 
prescription equipment, new cases, in- 


creased soda water facilities, etc., may 


be the best form of advertising for that 
particular time. It has been frequently — 


stated that at least 2 per cent. of the 


total sales should be used in advertising 
in order that a business may be main-. 


tained at its present standard and at 
least slightly increased. 


One feature which is often neglected 
in a drug store is the proper training of 
the clerks. The proprietor or manager 
should develop friendly relations with 
the clerks and gain their confidence. 
It is only by co-operation, by training 
the clerks in salesmanship as well as the 
technical side of the business and by 


drawing out ideas from them, that a 


sales force with anything like maximum 
Rewards 
should be offered for the best ideas and 
merit acknowledged where it is found. 
Expenses: This part of the business 
deserves equal attehtion. The best laid 
plans for purchases and sales may go 


for naught if expenses are not main- 


tained in proper proportion. The store 
is compelled to have certain fixed 
charges. As a rule these should not 
exceed 25 per cent. of the average sell- 
ing price of the goods. If the expenses 
are a larger percentage than this in re- 
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lation to total sales the manager faces 
two possible remedies. First, some ex- 
penses may be reduced or entirely 
eliminated. Secondly, if the expenses 
are essential then the volume of sales 
must be increased so that the percentage 
of expenses will be brought within that 
which is legitimate. Every expense 
should be carefully recorded and then 
critically analyzed. Often, all expenses 
of the business are not recognized. 
Probably one of the most frequent fail- 


ures to accord an.expense in the drug 


business is the salary of the proprietor. 
As proof that this must be considered 
dn expense, it is only necessary to 
recognize that the proprietor without 


assuming the responsibilities or risks of 


business could receive elsewhere an 


equivalent salary, and as still further 


evidence it will be recognized that if he 
were sick or compelled to be absent, 
another man would have to take his 


place, and that salary charged as an ex- 


pense of the business. Another item 
which is sometimes overlooked is rent 


for the store room when the property is 


owned by the proprietor. Again, recog- 
nize that if you did not occupy the room 
some other business house would be 
paying you rent and so your business 
occupying the building should also be 
charged with rent before a real profit 
is secured. Therefore, rent, light, heat, 
salaries (including proprietor’s), office 
expenses (such as bill heads, letter 
heads, envelopes, postage stamps, ac- 


count books, etc.), telephone expense, 


advertising, breakage and interest on 
borrowed money, licenses, drayage, etc., 
must all be taken into account in sum- 


ming up the total expense. It is often 


possible when a man has been in busi- 
ness for several years to estimate what 
these expenses should be, and establish 
a budget at the beginning of the year; 
if this is exceeded in any one month the 
cause can be ascertained and the leak 
stopped. The chain stores have worked 
this out very carefully and if any store 
exceeds the estimated expense, say for 
light in one month, the manager must 
explain why. The importance of this is 
evidenced by the fact that net profits 
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are often based upon only 5 per cent. 
of the sales, and if the expense has 
been planned at 25 per cent. and in 
reality, through carelessness, reaches 30 
per cent., the entire profit is wiped out. 

Profits: As was stated at the begin- 
ning, a profit as a result of business is 
absolutely essential; otherwise, the busi- 
ness is a failure. How can this be in- 
sured? It is only possible through the 
establishment of a system for pricing 
goods and then working the system 
through the aid of accurate accounting. 
The vast majority of druggists in the 
past knew practically nothing about 
modern accounting. They were so over- 
whelmed by the daily routine and detail 
that no time was left for this important 
aid to success and the result only too 
often was “no profit” at the end of a 


year of laborious and exacting work. 


It is far better to devote a little more 
time to accounting so that the business 
is handled intelligently and a profit in- 
sured than to do a large business and 
find at the end of the year or five years 
of hard work that instead of a profit 
the result is bankruptcy. It seems hard 
to impress this fact upon many drug- 
gists but it is one of the things which 
the introduction of chain stores is com- 
pelling every business man to recognize, 
and this very fact will be a blessing in 
disguise to the pharmacist of the future. 

Another point which has not been 
thoroughly appreciated is the fact that 
the Internal Revenue Department of the 
United States Government is checking 
up more and more closely those who 
should pay the income tax. The phar- 
macist who is conducting a prosperous 
looking business may at any time be 
asked to give an accurate accounting 
and failing to do so correctly, face the 
possibility of a heavy fine. 

A system for pricing which will in- 
sure a profit if properly carried out was 
recently suggested by Mr. Liggett, of 
the United Drug Company. This out- 
line may not be adapted to every busi- 
ness because as the amount of profes- 
sional work, including prescription fill- 
ing, increases, the first cost of goods 
decreases and the clerk hire increases, 
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but it serves well to illustrate the point. 


It is as follows: 
Assuming that the sales are $300.00 a 


month, and stating all per cents. as per. 


cent. of the total sales, then: 


First cost of goods.... 2000 662/3% 


Gross profit.........$1000 331/3% 


From this $1000 must now be paid 
all expenses, and from it must also 


come the net profit, if any is to be 


made. It should be divided about as 
follows: 


Rent, heat and light... 210 7 % 
(the only fixed charges) 


All other expenses..... 120 4 % 
250 81/3% 


$1000 331/3% 


Finally, without giving extensive de- 
tail, accurate accounting is a prime es- 
sential and at least three divisions are 
desirable for a store where the pro- 
prietor must keep the books. First, a 
loose-leaf ledger plan whereby the cus- 
tomer’s credit accounts are properly 
handled; second, a satisfactory Stock 
Record with accompanying facilities for 
taking an annual inventory; and third, 
a complete record of every transaction 
connected with the business in some 
concise and yet efficient form.—The 
Journal of the A. Ph. A. 


A HARROWING JEST. 

Mrs. Hawbuck—Silas writes in his 
letter that he’s a-goin’ to be a dentist. 
Be there much money in pullin’ teeth, 
pa? | 
Farmer Hawbuck—Oh, "bout a dollar 
an acher, I reckon.—Boston Transcript. 


ALL WELCOME. 

Sunday-school Teacher—Children, do 
you know the house that is open to all— 
to the poor, the rich, the sad, the happy, 
to man and to woman, to young and to 
old—do you know the house I mean? 

Small Boy—Yes, miss—the station- 
house.—Boston Transcript. 
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ETHICS OF BUSINESS.* 


With the rapid mode of transporta- 
tion, with the advanced system of 
communication, with the improved 
methods of manufacture, with the 
many labor-saving inventions, business 
is making head. 


By keeping pace with the scientific 
achievements of the times, business 
has demonstrated that it is not a 
theory. It is a reality built upon efh- 
ciency, intelligence and enthusiasm. 

In former years, the young man 
who was not fitted for a profession 
was usually placed in business. To- 
day this has changed, for this is an 
age of method and_ concentrated 
energy. And unless he is especially 
trained for the work, he is doomed to 


disappointment and failure. He must 


know one thing and know it abso- 
lutely, if he is to meet with material 


success and commercial supremacy. 


He must have the faculty of concen- 
tration. He must give prompt, active 
and constant service. He must handle 
his day’s complex work on a schedule 
as exact as a railroad time-table. En- 
thusiasm and initiative are essential to 
success. Initiative requires alertness 
and originality. It is creative and 
constructive. Enthusiasm is the in- 
spiration, the force, the propelling 


motor that pumps life into every suc- 


cessful business. 


Business must have facts instead of 
fiction, figures instead of guesses, in- 
formation instead of experiments, re- 
sults instead of speculations. Big 
business is run and financed upon 
positive information, by detailed rec- 
ords, by hearts and statistics. It is 
governed. entirely from _ tabulated 
sheets; its judgments are formed by 
the rule of percentage; its opinions 
are based upon figures and facts; op- 
erations are planned by units and vol- 
umes. Commercial leaders think and 
act in dollars and cents. Nothing is 
left to luck or chance. 


The most successful careers are 
those that are shaped by their own 


* Parts of an article by Isaac Schnewind in 
The Fra, March, 1915. 


hands, that are run on conservative 


lines, and maintained by cautious and 


prudent principles. This is the method 
most highly regarded by the business 
world to-day. Business cannot be neg- 
ative. It must be either a success or 
a failure. 


All of us are more or less dependent 
upon our neighbors for existence. In 
the beginning men with rudely-formed 
weapons issued from their caves to 
kill the wild beasts of the forest. 
These were to supply them with food 
and clothing. But as time went on, 
certain people were able to kill more 
than others, while some became more 


proficient in curing skins and pelts. 


Thus exchange became necessary, and 
trade was born. 


Interdependency. 


To-day it is not possible for a nation 
or even an individual to be independ- 
ent, because the materials from which 
the necessaries of life are made, come. 
from widely separated sections and 
countries. Hence came the necessity 
of railroads and steamships. These 
are the agencies of commerce. Through 
these channels we secure food, clothing 
and shelter. These are the primal 
wants of man. As civilization ad- 
vances, nations become more and more 
dependent upon one another. Con- 
sequently, commerce becomes one of 
the greatest factors in modern busi- 
ness. 


The one great curse of business is 
overproduction. The tendencies are 
to push business to its utmost limit 
and then try to find a market for the 
increased production. Manufacturers 
have gone on expanding until the mar- 
kets have become overstocked. Then 
comes the unloading—the bottom falls 
out, and the crash is heard in all parts 
of the industrial world. Long ago 
business men recognized that the 
world is a large community, and causes 
and effects in one country will find 
their reflex in all others. Thus we see 
that those who till the soil find that 


the price of their product is fixed in 


the world markets. 
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Organization. 

The tendency of modern business 
is towards organization and economy. 
In hundreds of industries the profits 
of to-day are wrung from the waste 
and the refuse of former days. 

Business to be successful must have 
normal profits. Continuous sacrificing 
of profits ultimately means failure. 
When the supply and demand are 
equalized, then business will be done 
at a profit. The safe and sound 


method shows that decreased business — 


with normal profits is better than in- 
creased business with no profits. The 
foreigner realizes this. He first looks 
to profit. If he cannot obtain it in 
one market he seeks it in another. 
This is the chief reason why English 
and German manufacturers have done 
business in every market of the world. 
But most of our concerns go on won- 
dering and blundering. 

Competition, which is the desire to 
excel, is universal. In every sphere of 
human activity, competition is essen- 
tial for securing the best results. For- 
merly competition was the life of trade 
—to-day competition is the death of 
trade. Competition solely of price and 
not quality is “cut-throat” competi- 
tion. But in the public mind the fierce 
price competition is still the basis of 
industrial progress. 

In many branches of trade it has 
been war to the knife, until some of 
the biggest and strongest concerns 


have fallen by the wayside. By unfair 


competition an irreparable damage is 
done to the textile industry, by the so- 
called “world-beaters.” This is an ar- 
ticle sold so cheaply that no compet- 
itor is supposed to meet the price. But 
this very act forces other houses to 
make unwarranted concessions, and 
in the end shows a loss to all con- 
cerned. When competition forces the 
price below the cost of production, it 
becomes destructive. Competition be- 
came fatal when machines were in- 
vented whereby production exceeded 
the immediate demand. We need look 
only into the large number of retire- 
ments from business to understand 
what such competition means. 


Cooperative Competition. 
Business transactions should be 
profitable to both buyer and seller. 
And this condition would exist if we 
cease this unfair competition which 


prevails in America. 


Cooperative competition should be 
the motto of every business man. Co- 
operation on the “live and let live” 
plan will be the sensible policy of the 
future. Foolish men compete—wise 
men cooperate. 

To be successful one must be his 
own chemist and analyze his own case. 
He must eliminate negative factors; 


he must sift, sort and strengthen his — 
men and methods. For when business 


dies the nations perish. Greece started 


her downward course when she began. 


giving her subjects something for 
nothing. A pension was devised for 


every citizen, but the nation became 


bankrupt. Rome had the same policy. 
She gave free shows, free entertain- 


ments and finally free bread. Then 


Rome fell. 
“Profit-sharing limited to the sharing 
of profits of successful years, without 
any responsibilities for the losses of 
unsuccessful years, is certainly unfair.” 
The system that couples responsibili- 
ties with liabilities is more equitable. 


Unrest in industry is worldwide and — 


is caused by a desire for better con- 
ditions. The progressive man con- 
stantly works for human betterment. 
He is always building, extending, 1m- 
proving. Unrest is the sign of prog- 
ress. Better food, better health, better 
clothing, better housing and better ed- 
ucation is the cry of civilization. — 
Plato says, “The origin of wars is 
the pursuit of wéalth, and we are 
forced to pursue wealth because we 
live in slavery of what wealth buys.” 
Money is only the measure of power. 
Money for its own sake is not worth 


the struggle. When money minimizes | 


brains, when it makes men feel that 
they can buy their way through, when 
money is the beginning and end of 
everything, then it nullifies the human 
element, and sooner or later the stout- 


est ship must go under.—from The A. 
Ph. A. Journal. 
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THE STANDARDIZING. OF PHAR- 


MACY LEGISLATION.* 
J. H. Beal, Urbana, II1. 


Judging from the multitude of. re- 


strictive and inquisitorial measures 
offered in the legislatures each year, 
the dealer in drugs and medicines 
should be regarded as a dangerous 
member of society, who needs to be 
closely looked after by those members 
of the community who find their chief 


enjoyment in regulating the business 


of other people. 

In February of the present year, the 
writer began receiving abstracts of the 
bills affecting pharmacy which were 
pending before the various State legis- 
latures. In April these abstracts made 
a pile nearly eight inches in height, 
each sheet representing from one to 
four or five bills. The original bills 
from which these abstracts were taken, 
all of them affecting pharmacy in 
some respect, if brought together in 
one place, would probably have made 
a pile of four or five feet in height, 
and this was for approximately one- 
half of the legislative season. 

Some of these measures no doubt 
represented really needed and useful 
legislation, as they seem to have done 
in Illinois, but it is safe to say that 


the majority of them represented the 


meddlesome attempts of half-baked re- 
formers who possessed only the vaguest 
of ideas on the subjects they sought to 
regulate, and their enactment would 
have been followed by grave inconveni- 
ence and damage to legitimate business 
without corresponding benefit to any 
one, unless to those for whom the bills 


sought to provide positions and salaries. 


Some of these bills proposed to regu- 
late the drug business in general; others 
confined themselves to particular fea- 
tures. Many of them related to the 
same subject, but no two of them were 
exactly alike in the regulations which 
they proposed to establish. 

Those engaged in almost every other 
species of commerce and industry could 
tell the same tale of foolish, unjust and 
hurtful attempts to regulate the conduct 


* Read at the meeting of the Illinois Pharma- 
ceutical Association. 


of their affairs by legislative enactment, 


and the prayer of the whole business 


world to-day is to be relieved from 
constant meddlesome and pernicious in- 
terference on the part of the law- 
makers. 


There was a time when the manager 
of a business needed only to insure the 
efficiency of his manufacturing processes 
and the quality of his products, and to 
provide the means for bringing his 
wares to public attention. To-day one 
of the most important agencies of any 


line of industry or commerce is some 


agency to prevent its destruction 
through ignorant and fanatical legisla- 


tion. There is no class or kind of com- 


mercial or industrial enterprise in ex-— 
istence, no matter how honestly or care- 
fully conducted, that would not be ut- 
terly destroyed if those who are con- — 
cerned in it were to accept without 


protest all of the foolish and meddle- 


some measures proposed for its regula- 
tion. And, be it remembered, all of this 
mass, or rather “mess,” of regulation is 
proposed in the name of reform and in 


the alleged furtherance of the general 


welfare. 


Conservative and Radical Reform- 
ers——Man is a moral animal, in aspira- 
tion and theory at least, and it is 
natural for him to seek constantly the 
moral improvement of his race and age. 


‘With such aspirations every one worthy 


of the name of citizen must be in sym- 
pathy, but there is a wide difference of 
opinion as to the best methods of bring- 
ing them to practical realization. 

The conservative reformer views the 
improvement of society and the amelio- 
ration of social evils as a regular and 
uniform process of growth and educa- 
tion, the radical conceives reform as a 
violent and explosive destruction of old 
institutions and the forcible introduc- 
tion of new ones. 

The typical radical is always more or 
less of a bigot, and when hot on the 
trail of a real or imaginary evil, his 
sense of moral values is usually. so much 
disordered that all other human issues 
sink into insignificance compared to the 
particular ism to which he is pledged. 
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His convictions are so intense that they 
degenerate into obsessions, and he is 


likely to consider any method justifiable 


that promises to contribute to the suc- 
cess of his cause. Principles of equity 
and justice that have been recognized 
for ages are of no account with him, 
if they interpose any obstacle to his 
short-cut methods, or would delay the 
immediate attainment of the object upon 
which his heart is set. 

The Extravagance of the Reformer's 
Statistics.—One of the characteristics of 
the radical reformer is the extravagance 
of the statistics by which he seeks to 
show the imperative necessity for the 


immediate enactment of the particular — 


‘measure which he happens to be advo- 
cating. If we accept his figures at their 
face value, we marvel that civilization 
has been able to persist under the bur- 
den of evil which his computations 
would establish. 


As a rule we may safely scale the 
enthusiastic reformer’s figures by ninety 
per cent., and still have left sufficient 
to cover all of the evils which have 
actual existence, with a liberal unused 
margin around the edges. 

This exaggeration by the refoymer 1s 
due partly to the natural disposition of 
the enthusiast to accept as true what- 
ever he wants to believe, and partly, 
in some instances at least, to a delib- 
erate intention to deceive. On one oc- 
casion a state official charged with en- 
forcing the food and drug laws asked 
my opinion concerning a report which 
he was about to submit to the governor 
and legislature. My answer was that 
it would be a very good report if it 
did not contain so much fiction, to 
which he replied that if he did not “lie 
like sin” his department would not be 
considered of any account, and the 
legislature would not grant sufficient 
appropriations to pay half his inspectors 
and office force. In other words, the 
public has so long been fed upon ex- 
travagant statements concerning the 
evils in foods and drugs, that its jaded 
emotions will not readily respond to 
simple statements of the actual facts. 

To the well-balanced, conservative 
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citizen the law is merely a formal ex- 
pression of the well-settled convictions 
of the majority, put into statute form 
for the purpose of compelling the obedi- 
ence of that minority of the community 
who are not regardful of moral obliga- 
tions, and to such a reformer the essen- 
tial work of reform consists in the edu- 
cation of public opinion to the point 
where his own theories as to the citi- 


zen’s civil and moral obligations shall 
become the faith of the many. 


The theory of the radical is that 
statute law is an instrument for com- 
pelling other men to believe as he does, 
and instead of waiting for the slow and 
tedious process of education, he en- 


deavors by frenzied declamation and 


the fury of his assault upon the general 
assembly to impose his will upon the 
majority. 


In theory our newly-enacted laws rep- 


resent the will of the greater number; 
in practice they represent the will of 
the comparatively small number who 
know best how to work the legislative 
machinery. 
Nine-tenths of the laws enacted in 
any state the past winter would have 
failed if they had been submitted to a 
popular vote, either because a majority 
of the voters would have been opposed 
to their provisions or because they 
would not have cared enough about the 
measures to vote for them. That these 
measures were made into laws was not 
due to corruption or incompetence on 
the part of the law-makers, but rather 
to the defects inherent in our system 
of law-making, and to the fact that 


every man in public life soon learns 


that he has more reason to fear an 
active minority that will go to the polls 
and vote than a passive majority that 
will only stay at home and grumble. 


The Sham Reformer.—Notwithstand- 
ing the bad manners of the honest 
radical and his constant attempts to re- 
verse the laws of nature, he is much 
to be preferred to the commercial re- 
former, or the pestiferous individual 
who follows the mending of other men’s 
affairs as a gainful pursuit. He is the 
wily individual who hitches his personal 
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chariot to some phrase or doctrine that 
stands for a great moral principle, or 
which represents some grand humani- 
tarian service, secure in the knowledge 
that with such a motive power he can 
travel farther on the road to successful 
popularity and with less critical inspec- 
tion of his personal baggage than in any 
other way. He specializes in moral 
political issues, and is usually popular 
and prosperous. 


The formula for passing an alleged 
reform bill through the easy-running 
law-making machine, provided it is one 
that does not involve a matter of party 
policy, is comparatively simple. Given 
a measure with a humanitarian title, a 
few sensational newspapers to print 
editorials and play up the propaganda, 
with half a hundred men in different 
parts of the state to write letters to 
members of the legislature, and the 
trick is done. | 

The passage of a bill of this character 
is a commercial proposition, like the 


building of a house or the buying of a 


farm,, the two great esentials being to 
properly finance the movement and to 
select an experienced manager to con- 
duct the campaign. So well is this 
understood that moral reforming, or the 
putting through of legislation that can 
be made to wear a moral label and ap- 
peal to the emotions and sympathies has 
come to be a regular business, like the 
conducting of carnival shows or of 
evangelistic revivals. You can hire a 
troupe of expert reformers just as you 
can hire a troupe of expert evangelists, 
with all of the machinery necessary to 
the conduct of their highly specialized 
profession, including the services of 
experienced spell-binders and leader- 
writers, and of one or more periodi- 
cals. The managers can furnish testi- 
monials of former successful campaigns 
to show their ability, and you can con- 
tract with them either on a flat rate 
basis, or for a percentage of the gate 
receipts; or in case the reform is con- 
ducted under the auspices of a periodi- 
cal publication, you can pay in subscrip- 
tions or by the purchase of advertising 


space. 


It is by virtue of such methods and 
our loose system of lawmaking that we 
have laws passed ostensibly in the inter- 


est of the public health and welfare, but 


in reality to foster the business enter- 
prises of those who financed the propa- 
ganda that procured their enactment ; 
that in some states we have statutes 
expressly prohibiting the doing of 
things which the statutes of other states 
expressly command to be done; that in 
one commonwealth a given subject is 
legislated upon in one way, and in the 
adjacent commonwealth in an entirely 
different way, so that the man who 
does an interstate business must have 


as many different labels and as many 


formulas and methods of manufacture 
as the number of states in which he 
does business. In fact, under our hap- 
hazard and helter-skelter system, laws — 
are so easily passed and so promptly 
forgotten that it occasionally happens 
that the same measure is placed upon 
the statute books twice, its first enact- 
ment having been overlooked by the en- 
thusiasts who were more intent on pass- 
ing new laws than upon enforcing the 
old ones. 


Proposed National Policy Regard- 
me Drug Legislation—From the annual 
flood of new and unnecessary laws there 
is hope of at least a partial relief 
through a general agreement of the 
drug trade in all of the states to the 
effect that hereafter all drug legislation 
of every kind, no matter from what 
source it comes nor by whom presented. 


shall be resolutely opposed unless it has 


first received the consideration of the 
national pharmaceutical organizations 
and also of the association of the state 
where it is proposed for enactment. 
The adoption of such a general policy 
would not mean that the drug trade in- — 
tended to set itself in opposition to any 
proper measure for public protection, 
but it would be the giving of notice that 
the trade will no longer serve as a 
punching bag for every fanatic with an 
itch for publicity, and that hereafter 
proposed drug legislation shall be held 


up until its necessity is established upon 


some better evidence than the unsup-.- 
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ported statements of its proponents, and 
until there has been ample time to 
analyze its provisions and to estimate 
their probable effects. 

‘It is to be expected that the hysterical 
reformer who believes his pet proposi- 
tion to be of supreme importance to hu- 
man welfare, will assail any policy that 
will tend to prevent its immediate adop- 
tion. Our answer should be that if his 
propositions are not good enough to 
withstand the cool and discriminating 
discussion of the pharmaceutical asso- 
ciations, they are not good enough to be 
placed on the statute books. 

The Preparation of Standard Forms 
of Food and Drug Laws.—A_ second 
step towards relief from the constant 
menace of fantastic legislation is for the 
drug trade through its national and 
state organizations to begin the stand- 
ardization of the laws relating to phar- 
macy by uniting in the preparation of 
a complete series of model forms or 
_ patterns covering every phase of legal 

drug regulation. 

It is true that some model drafts have 
previously been issued, but they have 


usually represented only a single organ-_ 


ization, and at most have covered only 
a fraction of the field of food and drug 
legislation. The series of drafts here 
proposed would be the result of the 
deliberations of every branch of the 
drug trade, and would cover every phase 
of the subject. 

It is not likely that all of the associa- 
tions would arrive at a perfect agree- 
ment upon every detail of the drafts, 
but it is morally certain that the more 
generally the drafts were discussed the 
fewer would be the points upon which 
there would be disagreement, and the 
final result would be a material step to- 
wards the standardizing of pharmacy 
legislation and towards substantial uni- 
‘ormity in the food and drug laws of all 
the states, not of course, uniformity in 
all particulars, but uniformity in all 
matters of importance, with such varia- 
tions only as were required to meet 
special conditions. 

A practical example of this method 
of standardizing pharmacy legislation is 


shown in the method adopted for pro- 
mulgating the N. A. R. D. model for a 
state anti-narcotic law to bring state 
laws into conformity with the Harrison 
law. This draft was prepared by a spe- 


cial committee after serious 


thought and consideration, but the com- 
mittee was not so vain as to assume 
that its efforts were incapable of im- 
provement. It is expected that the 
measure will be submitted in turn to 


the various state and national associa- 


tions for further discussion and amend- 
ment, so that when finally completed it 


may be regarded as representing the 


very best thought of the entire drug 
trade upon this subject, and fit to serve 
as a reliable pattern which can be con- 
sulted whenever state legislation upon 


the subject of narcotic drugs is being — 


planned. | 


A committee of the American Phar- 
maceutical Association is now working 
upon the draft of a general pharmacy 
law, which no doubt, will be also sub- 
mitted to all of the other pharmaceutical 
associations for discussion and the sug- 
gestion of amendments. 

It is not possible for any one indi- 
vidual, or for any single group of in- 
dividuals to foresee and provide for all 
of the contingencies likely to arise from 
the introduction of new regulations into 
so complicated a business as the manu- 
facture and distribution of drugs and 


medicines, and no measure proposing 


either to change or to add to the exist- 
ing laws on the subject should be placed 
on the statute books before two or three 
years of consideration by the state 
pharmaceutical association. 
Furthermore, this consideration of 
proposed legislation should not consist 
of its perfunctory reference to a spe- 
cial committee and an equally perfunc- 
tory approval of the committee’s report, 
but of a thoroughgoing analysis of each 
section and provision by the whole as- 


sociation until the meaning and ulti- 


mate bearing of every clause and phrase 
have been developed so far as it is 
humanly possible to foresee them. It 
would be a brief and trifling measure 
indeed that would not be worthy of an 
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afternoon’s discussion, and if it is one 
of any considerable length or com- 
plexity it is probable that the entire time 
of an annual meeting would not be too 
much for its adequate. consideration. 

It is no part of this plan to rush 
these model bills to the legislatures for 
immediate enactment. The prime object 
is to provide a series of carefully 
thought out, well-balanced, and accu- 
rately drafted measures to be made use 
of only when there is a real need of 
new legislation, or when it 1s necessary 
to quickly find a substitute for the crude 
and sloppy ne of some crank re- 
former. 

The Proper Education of Public 
O pinion.—Another essential in the cam- 
paign against useless legislation is the 
better education of the general public 
as to what constitutes necessary and 
proper regulation of the sale of drugs 
and medicines. 

Every one owes it to his calling to 
protect its good reputation as zealously 
as he would protect his own. Every 
individual druggist, and every associa- 
tion should enter prompt protest through 
the press of their community against 
every extravagant tale of the sensation 
monger which reflects unjustly upon 
the drug business. 

The American public is a fair-minded 
jury, but like every other jury it must 
base its conclusions upon the evidence 
and arguments which are brought to its 
attention. If we do not deny or protest 
against the sensational stories of the 


druggist’s faults and crimes, we have no 


right to reproach the jury for accepting 
the alleged facts as true. 

Not only is the general side dis- 
posed to be fair to the druggist, but it 
is already beginning to suspect that it 
has been victimized by the office-seeking 
patriot with his talk of wholesale adul- 
teration of foods and drugs, and the 
reckless selling of narcotics and of dan- 
gerous and fraudulent medicines, and 
it is more than ever ready to listen to 
what the druggist has to say in his 
own defense. | 

The gods help those who help them- 
selves.—Adapted from the Journal of 
the A. Ph. A. 


LAW REDUCES SALE OF NARCOTIC 
DRUGS 80 PER CENT. 


The question as to whether the Leg- 
islative Committee of the Pennsylvania 
Pharmaceutical Association shall have 
a bill drafted providing for State anti- 
narcotic regulation to supplement the 
Harrison Federal Act and afford still 
further protection to the public will 
doubtless come up for discussion at the 
annual meeting at Reading this year, 
especially in view of the statements 
recently made in the newspapers that 
the number of drug habitues has not 
decreased. 

Declarations have been made by the 
jobbing and manufacturing interests 
through whose hands these narcotic 
drugs originally pass, that the total 
amount imported and sold has been re- 
duced about 80 per cent.; therefore the 
conditions referred to rivet be local and 


general. 


As the Pennsylvania ‘Pharmaceutical 
Association was prominently identified 
with the passage of the Pennsylvania 
Cocaine Law of 1909, one of the fore- 
runners of the Harrison Act, and has 
energetically worked for years to aid 
in the passage of Federal legislation, it 
gives the members much satisfaction to 
learn from the First Annual Report of 
the Internal Revenue Commissioner on 
the administration of the Harrison Act, 
that out of 52,187 druggists registered 
in the United States under this Acct, 
only 216 violations of the law were re- 
ported and most of these were of a 


technical character and not vignesions of 


the spirit of the law... . 

These figures show that: over 6 
per cent. of pharmacists are found to 
be complying with a law which, so far 
as they are concerned, is full of hard- 
ships, pitfalls and arbitrary require- 
ments. For instance, it is perfectly legal 
and proper to sell over the counter to 
any customer certain household reme- 
dies or medicines containing minute 
amounts of narcotic drugs too. small 
to become habit forming and specifically 
permitted by the exemption clauses of 
the Act, but if a prescription is pre- 


sented calling for any quantity, how- 


ever small, of one of these preparations 
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compounded with another medicine, that 
prescription is subject to all of the re- 
strictions which a really habit forming 
prescription calls for and therefore can 
not be renewed. 

The multitudinous records and re- 
ports and the extraordinary care which 
must attend all handling of narcotic 
drugs falls with greater force upon 
pharmacists than upon physicians. 

As the primary object of the law is 
the benefit of the public, and as reports 


show that this object is being achieved, 


there is no disposition on the part of 
pharmacists to do more than protest 
against such inconsistent rulings as that 
of Treasury Decision No. 2213, the 
practical effect of which is explained 
above. The ruling should either be 
modified or withdrawn, or else all ex- 
emptions should be abolished. As the 
latter would necessitate the amending 
of the law itself, it would seem more 
practical to modify the ruling. 


PUBLICITY COMMITTEE, 


Pennsylvania Pharmaceutical 


Association. 
Bulletin 2. | 


No Help. | 

“We won’t discharge you, Mr. Per- 
kins,’ said the manager. “We shall 
allow you to tender your resignation.” 

“Tendering it won’t make it any the 
less tough,” gloomily returned the 
man was laid  off—Boston 
Trancript. 


THE ENSALIVATED THUMB. 


When you stop in the model food 
shop to make a few purchases, take 
note of the clerk who waits on you, 
whether male or female, it seems to 
make no difference ; each and every one 
of them carry the thumb to the lips and 
moisten it with saliva in order to facili- 
tate the handling of the paper or to 
open the bag in which are placed the 
food intended for your table. 

As the food itself is invariably touched 
with the same thumb, your purchase, 
or that of the following customer, is 
defiled with the salesman’s saliva. This 


is not a pleasant thought, but it is a still 
more unsavory fact. No matter how 
charming the maid who waits on us, 
the smearing with saliva of food would 
be instantly rejected if we had not be- 
come so accustomed to the procedure. 
It has been proved time and again in 
this mouth hygienic propaganda, that 
the mouth is one of the finest germ in- 
cubators we can find. It contains path- 
ogenic bacteria galore, microbes of diph- 
theria, tuberculosis, typhoid and syphilis, 
to say nothing of pyorrhea or abscessed 
teeth. The dangers the public run of 
germ infection with this practice is by 
no means slight or to be lightly ignored. 
We carefully guard our water supply 
and make life uncomfortable for the 
milkman, yet here we allow to go un- 
checked a habit which through infect- 
ing our food may well be the cause of 
more disease than either. The practice 
seems universal, and the wonderful part 
of it is that no one seems to notice it 


Care. 


If | were the proprietor of a bake 


shop and the clerks persisted, after due 


warning, in thus moistening the thumb, 
it would be a case of firing the whole 
bunch or liberal fines every time such 


practice was discovered. 


Why should the naked hands be used 
anyway? Why not insist on the wear- 


ing of white washable gloves for sales- 


people handling foodstuffs? This is a 
matter coming under the jurisdiction of 
the health officer and might easily be 
made the subject of a national crusade. 
It is of more importance than the swat- 
ting of the fly. It may easily be the 


cause of more sporadic disease than — 


many other more frequently suspected 
sources of infection. 

Keep this in mind, and when you next 
notice the practice, put in a vigorous 
protest to the proprietor and assure 
him you will transfer your custom to a 
store where they are more particular. 
It is dollars to doughnuts that the other 
place will be as insanitary, but it is well 
worth while to enter your protest or 
take more stringent measures to bring 
about a reform of this practice —Oral 
Hygiene. 
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OLD-FASHIONED “MUSH” 
CHEAP AND NUTRITIOUS. 


Prepared cereal breakfast foods in 
attractive packages cost two or three 


times as much as roled wheat or oat- 


meal for making the old-fashioned 
“mush” which furnishes the same 
amount of nutriment, according to 
Professor M. E. Jaffa, Consulting Nu- 
trition Expert of the California State 
Board of Health. The total nutri- 
ment in any of these prepared foods 
cannot be any greater than that of 
the corn, wheat, oats, barley or rice 
from which it is prepared. 

Through the enforcement of the 
Foods and Drugs Act, many of the 
extravagant claims formerly made on 
the labels of packages of ‘breakfast 
foods are no longer found. One claim 
that is made for some of these foods 
is that they are more or less predi- 


gested and that the starch is partly 


converted into sugar. Investigation 
shows, however, that this malting 
process is never completed, the 


amount of starch converted into sugar 
never being more than one-half, and 


in many cases, less than a quarter of 
the total. 
Professor Jaffa states that some 
people having weak digestion may 
possibly derive benefit from the use 
of the partially malted preparations, 
but with the average healthy person, 
the so-called predigested foods are 
no more thoroughly digested than is 
good old-fashioned oatmeal. _ 

It is also true that the available 
nutriments of the cereal breakfast 
foods are less than those of either 
graham, whole wheat or white bread. 
While it is true that most of such 
breakfast foods are packed in a sani- 
tary manner and are wholesome as 
well as nutritious, from the stand- 
point of economy they are very ex- 
pensive—News Letter No. 19 from 
the California State Board of Health, 
Sacramento, 


WHAT IS A DRACHM? 
In a paper presented at the recent 


meeting of the Pennsylvania Pharma- 
ceutical Association, and under above 


caption, Professor J. W. Sturmer takes | 


issue with Doctor C. L. Alsberg anent 
his ruling that the designation, dram, 
shall be taken to refer to 1-16 of an 
avoirdupois ounce, or 27.34 grains. 


No advantage can possibly be gained 
by this ruling; 1-16 ounce is very in- 
frequently used in commerce. Doctor 
Alsberg evidently did not consult those 
who are most interested and has cer- — 
tainly created an opportunity for con- 
fusion. The term, dram, is, frequently 
mis-applied for 1-8 ounce; manufactur- 
ers make use of the latter designation 
for such fractional part of an avoirdu- 
pois ounce. 

A ruling which would define the value 
of the weight-term, dram, as of sixty 
grains would be acceptable; first, it 
would do away with that denomination 
in the avoirdupois system of weights 
and secondly, there is every reason for 
simplifying the spelling of the word. 
The “ch” is not pronounced in English 
usage and for the Latin name, the 
translation would be just as proper as 
that of any other title or term. This 
then brings on the further thought 
that the use of the official English 
names in prescription writing is quite as 
convenient, just as definite and the 
chances are prescriptions would be more 
correctly written. 

The unit of weight of the metric sys- 
tem is written both gram and gramme. 
The reason has been assigned, aside 
from the origin of the word, that gram, 
in writing, may be mistaken for grain 
and hence the spelling, gramme, is a 
safeguard. Doubtless this is true, but 
except in print the word gramme is sel- 
dom given in full. 

. The change from cubic centimeter to 
milliliter should be acceptable and it is 
hoped physicians will drop the denomi- 
nation “c.c.” and write instead “mil.” 
True it is that “mil” is a coined word, 
but of such is language. While’ the 
values of weights are based on measure- 
ments, the denominations of the differ- 


ent systems should not have similar 
names. 
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It is hoped that the American Phar- 
‘maceutical Association will approve the 
change from cubic centimeter to mil, 
‘and disapprove of the ruling made by 
Doctor Alsberg, and urge that instead, 


the value of a dram be fixed at sixty 


grains. Pharmacists ought to have es- 
tablished this valuation long ago by 
adopting dram as the English for the 
Latin, drachma. The Century Diction- 
ary defines the word dram and refers 
the reader to this definition for the 
meaning of drachm, hence clearly ex- 
presses the preference of this authority. 


—E,. G. Eberle, in Journal of The A. 
Fa: A. 


THE BENEDICT, 


Time was when, as the train came in, 
I landed all alone; ve 
No one, amid the station’s din 
That I could call my own; 
But now there’s some one looks for me, 
And though the train is late, 
Adown the train-shed I can see 
She’s waiting at the gate. 


This single blessedness is “stuff,” 
I’ve tried it and I know; 

The talk of “freedom” is a bluff 
That bachelors all throw; 

Away with fredom such as that, 
No whit for it I care! 

I’d rather have my little flat 
And Her who’s waiting there! 


I used to think that what I did 
Or came to mattered not, 

That if I hit the downward skid 
Nobody ’d care a jot. 

But now—well, now, I’ve got a wife! 
And let me tell you, too, 

It makes a lot more out of life 
When some one waits for you. 


—Berton Braley. 


DEFINES DIABETIC FOODS. 


U. S. DEPARTMENT OF AGRICUL- 
TURE ISSUES DECISION ON 
GLUTEN PRODUCTS AND DIA- 
BETIC FOOD. 


Washington, D. C. 


Food Inspection Decision No. 160, 
recently issued by the U. 5. Depart- 
ment of Agriculture, for the guidance 
of officials of the Department in en- 
forcing the Food and Drugs Act, fixes 
a definite limit to the amount of 


starch and sugar that may be present 
in certain gluten products and dia- 
betic foods, and also fixes the amount 
of nitrogen that must be present in 
certain of these products, and makes 
requirements as to moisture and other 
constituents. The decision covers 
ground gluten, gluten flour, self-rising 
gluten flour, and “diabetic” foods. The 
definitions and standards as stated in 
the Food Inspection Decision were 
recommended by the Joint Committee 


on Definitions and Standards, consist- 
ing of representatives of the U. S. 


Department of Agriculture, the As- 
sociation of American Dairy, Food, 
and Drug officials, and the Associa- 


tion of Official Agricultural Chemists. 


These two associations have already 
adopted the definitions and standards. 


Investigations by the officials in 
charge of the enforcement of the 


Food and Drugs Act have shown that 
various food products have been 
placed on* the market from time to 
time that are recommended by the 
manufacturers for use by people suf- 
fering from diabetes. It is generally 
held that the foods best suited to per- 
sons suffering from diabetes are those 
which contain little or no starch and 
sugar. Some of the foods placed on 


the market and recommended by the 


manufacturers for use in. diabetes 


have been found to contain nearly as 


much .starch and sugar as ordinary 
products, so that they were of no 
more value in the treatment of dia- 
betes than ordinary food products that 
could be purchased more cheaply. The 
diabetic patient can avoid ordinary 
food products that contain consider- 


able quantities of starch and sugar, 


as the composition of these products 
is generally known. In the case of 
prepared foods advertised for use in 
diabetes, however, the patient may 
be misled into eating quantities of 
starch and sugar that might be posi- 
tively injurious. 

Hereafter such products’ should 
meet the requirements of Food In- 
spection Decision No. 160, which are 
as follows: 
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Ground gluten is the clean, sound 


product, made from wheat flour by 


the almost complete removal of starch 
and contains not more than ten per 
cent. (10%) of moisture, and, calcu- 
lated on the water-free basis, not less 
than fourteen and two-tenths per cent. 
(14.2%) of nitrogen, not more than 
fifteen per cent. (15%) of nitrogen- 
free extract (using the protein factor 
5.7), and not more than five and five- 
tenths per cent. (5.5%) of starch (as 
determined by the diastase method). 


Gluten flour is the clean, sound 
product made from wheat flour by the 
removal of a large part of the starch 


and contains not more than ten per > 


cent. (10%) of moisture, and, calcu- 
lated on the water-free basis, not less 
than seven and one-tenth (7.1%) of 
nitrogen, not more than fifty-six per 
cent. (56%) of nitrogen-free extract 
(using the protein factor 5.7), and 
not more than forty-four per cent. 
(44%) of starch (as determined by the 
diastase method). 


Gluten flour, self-raising, is a gluten 
flour containing not more than ten per 
cent. (10%) of moisture, and leaven- 
ing agents with or without salt. | 

“Diabetic” food. Although most 
foods may be suitable under certain 
conditions for the use of persons suf- 
fering from diabetes, the term “dia- 
betic’” as applied to food indicates a 
considerable lessening of the carbo- 
hydrates found in ordinary products 


of the same class, and this belief is 


fostered by many manufacturers on 
their labels and in their advertising 
literature. | 


A “diabetic” food contains not more 
than half as much glycogenic carbo- 
hydrates as the normal food of the 
same class. Any statement on the 
label which gives the impression that 
any single food in unlimited quantity 
is suitable for the diabetic patient is 
false and misleading. 


The foregoing definitions and stand- 
ards are adopted as a guide for the 
officials of this department in en- 
forcing the Food and Drugs Act. 
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INTERESTING RECENT 
LEGAL DECISIONS 


WHAT THE COURTS HAVE DECID- 
ED ON QUESTIONS PERTAIN- 
ING TO DRUGS. 


Our legal department has made a 
careful analysis of the recent court de- 
cisions’ and the result is given here- 
with for the benefit of readers of THE 
PAciFIC PHARMACIST. All necessary 
references to court records are given 
in each case. Any further information 
concerning these cases will be gladly 
furnished. | 


A GIFT OF COCAINE NOT PUNISH- 
ABLE. 


(New York). Under the New York 


* Law having application to the sale of 


narcotics and providing that any per- 
son who shall sell, furnish, or give away 
cocaine or its salts except under con- 
ditions and to persons specified, shall 
be guilty of a felony, where a police 
officer, while seated in a drug store 
was handed a parcel containing cocaine 
hydrochloride by defendant, who, when 


the officer asked him what it was, re- 


plied, “Why, this is the coke,” nothing 


further being said, defendant was not 


guilty of violating the statute. 
(People v. Davico, 156 N. Y. S., 399.) 


CHICAGO DRUGGISTS IN TROUBLE. 


Twenty-seven druggists and five 
wholesalers of Chicago will be prose- 
cuted for selling bogus or adulterated 
aspirin and acetyl salicylic acid as a 
result of a report received by Health 
Commissioner Robertson. The inquiry 
was conducted by a committee of health 
department employes appointed by Dr. 
Robertson. The evidence was turned 
over to City Prosecutor Harry B. Miller, 
who announced he would prosecute. 
The penalty is a fine of $100 to $200. 
The wholesalers whose prosecution is 
recommended are Philip A. Born Com- 
pany, I. A. Galler, the Chicago Tablet 
Company, Mertz & Drury and Allworth 
& Company. The report of the com- 


mittee asserted druggists were in the | 
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habit of taking the word of peddlers 
of drugs as to their purity, and that 
only two out of twenty-seven made any 
attempt to procure a qualitative analysis. 


MISBRANDING OF DRUGS. 


The Sherley amendment to the pure 
food law has been sustained by unani- 
mous decision of the Supreme Court, 
voiced in an opinion that was written 
by Justice Hughes. The amendment 
forbids misbranding of food products 


or drugs and has been a thorn in the 


side of unscrupulous manufacturers 
who sought to foist worthless wares 
upon the public under promises of im- 
possible performance. Misbranding, by 
the court’s decision, is held to apply to 
false claims for the virtues of an arti- 
cle, such as the curative value of a 
so-called remedy, and to include pam- 
phlets or circulars distributed with the 
package in which the article is contained 

as well as the wording on the actual 
label. By thus sustaining the law and 
giving it broad interpretation the court 
has made it an effective instrument for 
the prosecution of fakers and the protec- 
tion of honorable manufacturers. The 
people have now a weapon with which 
they can fight those who prey upon the 
fears engendered by disease or profit 
by the ignorance of the public and its 
gullibility. 


SALE OF POISON CAUSES TROUBLE 


(Texas). A case of some interest 
is presented in the Texas case of De- 
moss v. French. The action was 


brought against French, a druggist of - 


Dallas, to recover damages for personal 


injuries caused through the error of 


French in selling her poisonous anti- 
septic tablets when she requested harm- 
less acetanilid headache tablets. As a 
result of swallowing one of the tablets 
plaintiff became dangerously and nearly 
fatally ill, was confined in bed for a 
period of three weeks, unable to per- 
form her duties as mistress of a board- 
ing house for about four months, and 
from which she had not entirely re- 
covered at the time she filed her suit. 


The essential facts deducible from the 
testimony are that plaintiff, who lived 
in the city of Dallas, while suffering 
from a severe headache, sent her nine- 
year-old son to a neighboring drug 
store to purchase some acetanilid tab- 
lets, a harmless preparation for head- 
ache. The boy called at the drug store 
and. made known his wants to defend- 
ant’s clerk, who, in lieu of acetanilid 
tablets, gave him antikamnia tablets, 
also a harmless headache cure. Upon 


receipt of the antikamnia tablets plain- 


tiff returned them by a young man 


about 20 years of age, named Worden, 
who boarded with plaintiff, with instruc- 


tions to advise the clerk to send her 


acetanilid tablets as originally requested. 
Worden went to the drug store and de- 
livered the message to defendant’s clerk, 
again naming the kind of tablets de- 
sired; whereupon the clerk refilled the 
box, wrote something upon it, and gave 


it to Worden, who in turn delivered 


them to plaintiff, who was in a dark 


room at the time, and who, due to pain ~ 


of her headache, and because she as- 
sumed the tablets were what she had 


requested, swallowed one. The tablets 


were in fact antiseptic tablets and pois- 
onous, and, as a result of swallowing 
one, plaintiff was made ill and suffered 
in the manner alleged in her petition. © 


The testimony of defendant was that 
on the second visit Worden in fact 
asked for antiseptic tablets, whereupon 
the clerk explained to him that they 
were ‘poisonous. Also that he wrote 
the word “Poison” on the box contain- 
ing the tablets. Worden denied that 
he asked for antiseptic tablets or that 
the clerk made any statement that the 


tablets actually furnished him were 


poisonous. It was undisputed that the 
last tablets had on them in raised let- 
ters the word “Poison.” It was also 
undisputed that they were returned in 
the original box which contained the 
antikamnia tablets, and that there was 
written on the box what some of the 
witnesses said was “Paid’ and what 
some said was “Pois.” The box did not 
have on it the usual skull and crossed 
bones. Upon trial before the jury, ver- 
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dict was for plaintiff, from which judg- 
ment on appeal was taken. 

- The Supreme Court affirmed the judg- 
ment, saying that no reversible error 
could be discovered in the record. The 
evidence introduced was sufficient to 
warrant the jury in finding for plaintiff. 

(Demoss v. French, 180 S. W., 1105.) 


DRUG FIRM SUES FOR $1,500,000. 


Alleges Violation of Sherman Law by 
Competing Organization; Asks 
Damages. 


YORK, February 1.—Alleging 
a conspiracy in restraint of trade to 
destroy its business, the John D. Park 
& Sons Co. of Cincinnati, Ohio, manu- 
facturers of medicinal preparations, 1n- 
stituted a suit in the United States 
District Court here to-day under the 
Sherman anti-trust law to recover 
treble damages, amounting to $1,500,- 
000, from a number of concerns en- 
gaged in the manufacture, purchase 
and sale of medicinal preparations 
throughout the country. 

The complaint charges that the de- 
fendants area part of the National 
Wholesale Druggists’ Association, an 
unincorporated body, which includes 


in its active membership, 75 per cent. 


of the wholesale druggists of the. Uni- 
ted States and in its associate mem- 
bership 75 per cent. of the manufac- 
turers and producers of medicinal 
preparations. 

The association, it is further alleged, 
is afhliated with the National Associa- 
tion of Retail Druggists, whose mem- 
bership comprises more than 50 per 
cent. of the retail druggists of the 
country, and the Association of Manu- 
facturers and Wholesale Dealers in 
proprietary articles of the United 
States, whose membership embraces 
75 per cent. of the manufacturers of 
patent medicines. 


NEWS ITEMS 


MEETING OF THE WOMEN’S PHAR- 


MACEUTICAL ASSOCIATION. 
The January meeting of the W. P. 


A. P. C. was held on the 28th, at the ~ 


home of Miss Shapiro in San Anselmo. 
Notwithstanding the inclemency of the 
weather the attendance was unusually 
large. Miss Nelson spoke of Coagulan 
and Miss Dolcini gave a synopsis of 
the technique for the preparation of 
Thorium nitrate in X-ray diagnosis. 
A visit was paid to the pharmacy of 


Miss Shapiro, and its good arrange- 


ment, with the convenient dispensing 


department and roomy, well lighted 


laboratory, were greatly admired. Miss 
Shapiro was the organizer of the W. P. 
A. P. C. She commenced working on 
the idea of such an association on her 
arrival here in 1903 and in February, 


1905, called her first meeting. While 


business does not permit her regular 
attendance at the monthly meetings the 
association knows Miss Shapiro is al- 
ways with it in its endeavors for _ 
mate pharmacy. 

JENNIE M. WHITE. 


MEETING OF THE SAN FRANCISCO 
BRANCH OF THE A. PH. A. 


The San Francisco Branch of the 
American Pharmaceutical Association 


met on Thursday evening February 10. 
1916, in the office of the Paciric PHAR- 


MAcIsT. President J. L. Lengfeld pre- 


sided. The transaction of routine busi- 
ness was followed by an interesting 
discussion on Liquid Disinfectants. The 
particular preparation considered was 
the Hygienic Laboratory Pine-oil Disin- 
fectant as described by Albert F. Stev- 
enson in the Public Health Reports of 
October, 1915. This disinfectant is pre- 
pared by heating a freshly distilled pine- 
oil obtained as a by-product by the 
steam or solvent process from the man- 
ufacture of wood turpentine with good 
strained North Carolina Grade E rosin 
and lastly adding a certain amount of 
solution of sodium hydroxide. The . 
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phenol co-efficient claimed for this prep- 
aration is about 3.5. 

Mr. C. W. Twining enlightened the 
members on the several points regard- 
ing the preparation and uses of the 
Culture of Bacillus Bulgaricus. 
The old question of Counter Pre- 
scribing was brought up. Dr. A. S. 
Musante gave it as his opinion that the 
medical profession are only too anxious 
to help the true pharmacist and would 
turn with disgust from the person who 
considered himself capable to diagnose 
and prescribe after a few years’ study 
in pharmacy. The limits of the two 


professions were clearly defined. Other 


topics discussed during the evening were 
antitetanic powder, electrargol, electro- 
cuprol and salol in soft capsules. — 
The lateness of the hour made it nec- 
essary to postpone the demonstration of 
the filling of soft gelatine capsules to 
the March meeting. In addition to this 


the many formulas for the preparation 


of Blaud powder and Vallet’s mass in 
powder form will be considered. 

_ It is important that the members note 
the change in the meeting night from 
the second Tuesday to the second 
Thursday. 

The Branch will meet again on 
March 9, 1916, 723 ‘Pacific Building, 
at eight o’clock. 

CLARISSA M. ROEHR, 


Secretary. 


San Francisco, Cal., Feb. 19, 1916. 

Editor PActIFIc PHARMACIST, 
Pacific Building, 
San Francisco. 

Dear. Sir: 

aoe W. P. A. P: C. wishes the 
following correction be printed in the 
next issue of the Paciric PHARMACIST: 


A Correction. 

In the August issue there appears : a 
brief sketch of the history of the organ- 
ization of the W. A. C. Credit 
should have been given to Miss Rose 
Shapiro as the organizer and not to 
Professor Searby. 

Yours truly, 
Epa V. LAIR», 


Secretary. 
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Trade Notes 


ANNUAL MEETING OF THE A. D. 
F, CO. 


The Annual Meeting of the A. D. F. 


I. Co. was held in Cincinnati on Feb- 
ruary 15-16. The year 1915 has been 


the most successful one in the history of 
the company. The annual reports show | 
that during the year the company wrote 
‘insurance amounting to $16,713,716.13, | 


at a premium of $171,885.18. On De- 
cember 3lst there was insurance in force 
amounting to $16,593,854.63, at a pre- 
mium of $172,860.86. During the year 


1915 the A. D. F. I. Co. saved its pol- 


icyholders in their premium cost the sum 


of $57,295.06. Since the company has 
been in business it has. saved the drug — 
trade of the country in the cost of their — 
insurance the sum of $270,330.70. On > 
December 31st, 1915, the assets of the 
company were $423,322.14. Liabilities — 


other than Re-Insurance Reserve, $6,- 
106.50; Re-Insurance Reserve, $73,- 
484.53, leaving a net surplus as to pol- 
icyholders of $343,731.11, and making 
available for the protection of policy- 
holders the sum of $417,215.64. 

The Board of Directors declared a 10 
per cent. dividend payable on March Ist. 


It also decided upon the holding of a 


State Agents’ Convention in Cincinnati, 
during the month of May, which will 
be attended by all of the State Agents 
of the company from all parts of the 
country for the purpose of discussing all 
agency problems and ways and means 
for still better service to the retail drug 
trade of the, country. At this State 
Agents’ Convention the company will 


also celebrate the tenth anniversary of 


its existence. 

At the Stockholders’ Meeting the fol- 
lowing Directors were elected: Messrs. 


-Heinritz, Holyoke, Mass.; James H. 


Beal, Urbana, Ill.; E. W. Stucky, In- 
dianapolis, Ind.; Wm. C. Anderson, 
3rooklyn, N. Y.; G. O. Young, Buck- 
hannon, W. Va.: A. ©. Zwick, Cincin- 
nati, O.; Lewis C. Hopp, Cleveland, O.; 


Simon N. Jones, Louisville, Ky.; John 


Aw 
AS 
» 
is 
44 
‘x 
Fe 
} 
‘ 
x 
‘ 
ta 
4 
x 
4 
q 
‘= 
‘ 
AN 
4 


— 


. 


— 


é.. 


a 


- 


+* 


- 


290 


D. Muir, Grand Rapids, Mich.; Walter 
Rothwell, Hatboro, Pa.; Geo. B. Kauff- 
man, Columbus, O.; M. S. Kahn, Bal- 


timore, Md.; E. B. Heimstreet, Palmyra, 


Wis., and Frank H. Freericks, Cincin- 

The Directors elected Chas. H. Avery, 
President; L. G. Heinritz, Vice-Presi- 
dent; Frank H. Freericks, Secretary and 
General Counsel, and Geo. B. Kauffman, 
Treasurer, who together with Dr. J. H. 
Beal, Walter Rothwell and Dr. A. O. 
Zwick also constitute the Executive 
Committee. 


THE THOUGHT READER. 
Elise—They say he loves her so much 
that he can even anticipate her thoughts. 
-Rosie—Yes, indeed. When they were 
coming out of the play this evening he 


said: “Yes, dear, it is on straight,” be- 


fore she had said a word. 


NOT A PACIFIST. 
“Pa, Willie and Jimmy Green are 
fighting again.” | 
“Well, let ‘em fight. If you think I’m 
going to make myself ridiculous trying 
to separate em you're mistaken.” 


NEW ANILINE CO. FORMED. 
The Stanley Aniline Chemical 


Works have incorporated with 


a capital of $1,000,000, at Dover, Del., 
for the purpose of manufacturing dye- 
stuffs. The company it is said will 
have a plant located at Lockhaven, 
Pa. Operations are expected to be 


started shortly. Particular attention 
will be given to the manufacture of 


direct black, but other colors will be 
produced in time. The output is esti- 
mated at 5000 pounds per day, of 
which 80 per cent. will be black. Dr. 
I. V. Stanley Stanislaus is president. 


MULFORD PRODUCTS. 

We have just received a bound copy 
of colored photographs made by Lumi- 
ere’s Process, which is being sent out 
by H. K. Mulford Co. This is prob- 
ably the first instance in which the 


Lumiere Process has been employed for 


such a purpose. The illustrations are 
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reproductions (without retouching) of 


photographs taken in natural colors. 
They are correct representations of the 
Mulford Laboratories at Glenolden, and 
are of special interest not only because 
of the character of the illustrations, but 
on account of the scope of work in the 
field of immunology portrayed by the 
illustrations. 


The rise of immunology as a depart- 
ment of medical science has been so 
rapid that its importance is not fully 
realized by the medical profession. 
Since that time the growth of the H. 
K. Mulford Company’s Laboratories at 
Glenolden serves as an index of the 


growth of Bacterin and Serum Therapy 


in the United States. 

Diphtheria Antitoxin was first gen- 
erally used in 1894. At that time small- 
pox vaccine was the only biological 
product of any importance. Its propa- 
gation was carried on in stables without 
any aseptic precautions. Thanks to the 
work of Pasteur, attention was called 
to the danger of contamination in vac- 


cine virus and its manufacture put upon 


a sanitary basis bythe H. K. Mulford 
Company and later placed under gov- 
ernment control. 

The H. K. Mulford Company were 
the first propagators to employ the elab- — 
orate equipment necessary for the scien- 
tific production of vaccine. Their spe- 
cially equipped establishments at Glen- 
olden are situated on a farm remote 
from the city, where the air is compara- 
tively pure and wholesome. All of the 
operations in producing vaccine are car- 
ried on under the direct supervision of 
an experienced propagator, and the vac- 
cine is carefully tested before it is dis-— 
tributed for use. 

Having already established labora- 
tories for the production of smallpox 
vaccine, the H. K. Mulford Company 
was prepared to consider the production 
of diphtheria antitoxin, and was the 
first house to place the product on the 
market commercially in the United 
States. From this beginning the growth 
of the biological business conducted by 
the H. K. Mulford Company rapidly 
increased, and tetanus antitoxin, anti- . 
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pneumococcic serum, antistreptococcic 
serum and other anti-microbe serums 
were added to the list of biological 
_ products. 

Then Sir Almroth E. Wright, of the 
British Army, introduced his revolu- 
tionary method of treating infectious 
diseases and immunizing against them 
with bacterial vaccines, and the result is 
well known to the profession. Typhoid 
fever has virtually been eliminated from 


the armies of the world by the use of 


bacterial vaccines, and many other in- 
fectious diseases are yielding to pre- 
ventive and curative measures that two 
decades ago were killing their thou- 
sands and tens of thousands. 

The Mulford Company were also the 
first to prepare these bacterial vaccines 


commercially in the United States and 


by their system of bulletins materially 
aided the profession in their introduc- 
tion throughout the world. The H. K. 
Mulford Company were also the first 
to adopt the method of Besredka for 


producing sensitized bacterial vaccines 


which they are supplying under the 
name “Serobacterins’ to distinguish 
them from the sensitized vaccines pro- 
duced from living cultures, also em- 
ployed by Besredka, but not suitable for 
commercial introduction, owing to the 
possible danger of producing carriers 
or in some other way spreading infec- 
tion. 

The drop in diphtheria mortality from 
44% before the introduction of diph- 
theria antitoxin to 12% after the anti- 
toxin had become generally employed 
was considered marvelous, but now that 
typhoid fever is under control, and 
plague, cholera and other infectious 
diseases are also being placed under 
control by the immunizer, and epidemic 
cerebrospinal meningitis has largely lost 
its terrors, we no longer regard the 
diphtheria antitoxin statistics with the 
same degree of surprise. 


When recently in San Francisco, Mr. 


E. J. Ryan of Tulare purchased, through 


the local agents, Langley & Michaels 
Company, a handsome twelve-foot Wal- 
rus Soda Fountain of latest type to be 


installed in his new ‘store now under 
construction. 


WALRUS FOUNTAINS. 


RECENT SALES OF WALRUS FOUN- 
TAINS MADE THROUGH LANGLEY 
& MICHAELS COMPANY, THE SAN 
FRANCISCO AGENCY, INCLUDE 
THE FOLLOWING: 


E.. C. Koenig, who is going to fit up 
an attractive soft drink and confec- 
tionery department in connection with 
his Boyes Springs store, bought a ten- 
foot marble counter fountain. 

The Palace of Sweets are com- 
pleting improvements in a new loca- 
tion in Martinez and will install a 
ten-foot Walrus standard outfit. 


R. E. Marshall will open an entirely 


new and up-to-date confectionery in 
Placerville April 1st. His fountain 
will be a twelve-foot Walrus of new 
design and special workboard arrange- 
— 
C. Messick & Son, the general mer- 
chants at Macdoel, are adding a soft 
drink department and have purchased 
an attractive Walrus Fountain in 
mahogany wood and Tennessee 
marble finish. ; 
Dubose & Kilburn, Dunsmuir, will 
shortly make a number of improve- 


ments in their establishment, and in. 


keeping with these have ordered for 
delivery in March a handsome Walrus 
outfit, which will doubtless add great- 
ly to the present popularity of the 
store. | 

E. A. Walker, Klamath Falls, who 
has one of the best locations in the 
business section, will shortly receive a 
Walrus 1916 outfit of a most hand- 
some design. His equipment will 
further be augmented by the installa- 
tion of one of the Walrus Triumph 
Carbonators—a new type of automatic 
machine that is showing a remarkable 
record of sales on the Coast. 

R. G. Hamilton, the enterprising 
druggist of East San Jose, has placed 
his order for one of the ten-foot Wal- 
rus new line of glass counter foun- 
tains. This outfit is strikingly at- 
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tractive and will.add materially to the 


appearance of this already handsome 


store. 
C. P. Kanode, Graton, whose store 
was destroyed by fire this -winter, 


causing a total loss. of his Walrus 


fountain, has placed his order for an- 
other of same make to be installed 
in the new building now under con- 
struction. | | 

Langley & Michaels Company  re- 
port that despite the backward season 


in so far as weather conditions are 


concerned, fountain, as well as supply 
sales for future delivery, have started 
out in a most satisfactory manner and 
much better than anticipated. A good 
season in this department. of their 
business is confidently looked for in 
1916, 


“THE SOAP OF MANY USES.” _ 
Every druggist knows Germicidal 
Soap, P. D. & Co. (formula of Dr. 


Charles T. McClintock). If we mistake 
not, this product was introduced to the - 


medical profession some time in the 
nineties of the nineteenth century. Be- 
cause of its antiseptic potency (mercu- 
ric iodide, one of its important compo- 
nents, is perhaps the most powerful 
germicide known) the soap commanded 
instant attention from physicians. It is 
safe to say that for many years Germi- 


-cidal Soap has been the favorite anti- 


septic soap of a large percentage of 
surgeons, gynecologists, obstetricians 
and general practitioners. 

Finally it dawned upon some one that 
Germicidal Soap is a soap of much 
wider applicability than it was formerly 
supposed to be—a soap possessing too 
many virtues to warrant its restriction 
to medical and surgical uses. We know 
now that it is a soap that can be used 
to advantage in every home, and for a 
great variety of purposes. For exam- 
ple, it is highly recommended for 
cleansing wounds (as a preventive of 
infection), for the local treatment of 


skin disorders, for use in the vaginal . 


douche, for counteracting the odors of 
perspiration, for cleansing the hair and 
scalp, for the destruction of dandruff, 


~pets. 
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for disinfecting vessels and utensils, for 
washing and sterilizing bed linen and 
other materials used in sick rooms, for 
destroying lice and fleas on household 
In fact, as one writer has said, 
the soap is “advantageously used when- 
ever and wherever a powerful antisep- 
tic, disinfectant, detergent or deodorant 
is required.” 

Germicidal Soap is supplied in two 
strengths, containing, respectively, 1 
per cent. and 2 per cent. of mercuric 
iodide. The 1 per cent. soap (Germi- 


cidal Soap, Mild, as it is officially desig- 
nated) is the product for which there 


is likely to be the largest general de- 


mand. 


Mr. H. K. Mulford was one of the 


delegates to the Foreign Trade Con- 


egress, which met in New Orleans on 


January 27th. From there Mr. Mulford 
proceeded to Cuba and Florida, where 
he is spending the month of February. 


Dr. C. E. Vanderkleed, Chief Chem- — 
ist of the H. K. Mulford Company, ad- 
dressed the Dutch Apothecarial Society 
in Brooklyn, N. Y., on his recent Euro- 
pean trip, and his description of the 
War conditions in Central Europe was 
very much enjoyed by everyone present. 


Mr. R. P. Fischelis, who for some 
time has been Assistant Editor of the 
Druggist’s Circular, has accepted a 
position with H. K. Mulford Company, 
and will be associated with their Pub- 
licity Department. 


SLIGHTED. 

“T do wish,” observed Mildred, “that 
Santa Claus had brought me a new doll 
for Christmas.” 

“But your old doll,’ her mother an- 
swered, “is as good as ever.” 

“So am I as good as ever,” the little 
girl retorted, “but the doctor brought 
you a new baby.’’—Tit-Bits. 
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LOWEST HOTEL RATES 


(Broadway at 3rd 


Capacity 1000 Guests 


Now Thoroughly Renovated Also Modern Improvements 


Accommodations Better Than Rates Indicate 


100 Cheerful Rooms, Free Use of Bath $ .75 
150 Cheerful Rooms, aw $1.50 up 


Two and Three Room Suites in Proportion 


Special Weekly Rates | 


FINEST SAMPLE AND SHOW ROOMS IN THE CITY 


New York City Map Folder Sent on Application 


BROADWAY 
CENTRAL HOTEL 


MIDWAY BETWEEN BATTERY and CENTRAL PARK 


JAY G. WILBRAHAM 


SHOW-WINDOW TELEPHONE 


CURES MANY ORDERS. 
To secure a better hold on passers- 
by, who display a casual interest in 
the window displays, an eastern store 
has hit upon an unusual plan which is 
at present being tried out. The goods 
are displayed in the window in the 
usual manner, and at one side sits a 
clerk at a desk. Outside on the walk, 
at the edge of the window frame, a 
_ telephone is installed, which communi- 
cates directly with the clerk. Any in- 
formation the passer-by may want on 
the goods displayed is cheerfully fur- 
nished, and his order booked if he so 
desires. Thus far the scheme has been 
voted a decided success, not only be- 
cause of its novelty and the discussion 
resulting, but from the orders received 
and the many valuable names added to 
the firm’s mailing list as well. 


ENDLESS. 
“Paw, what's the longest period of 

time?” 

“From one pay-day to the next.’ — 

Buffalo Express. 


Here is the leader of 
hair tonics and renewers 


GLOVER'S 
MANGE REMEDY 


A business success of over 35 years is 
behind this remedy. 


Advertising matter bearing imprint and 
display cards supplied gratis to barbers 


H. Clay Glover Company 
118 West 3ist Street New York City 
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Glyco- 


ymoline 


TRADE MARK 


Registered in U. S. Patent Office. 
In Use Nineteen Years. — 


Three Sizes—ONE POUND—SIX OUNCE (Sprinkler Top) THREE OUNCE 
Retail Price—ONE DOLLAR—FIFTY CENTS 


THIS TRADE MARK IS THE PROPERTY OF 


Owen Company 


361-363 PEARL ST., NEW YORK 


The Scenic Line 


Direct to 


Sacramento, Dixon 
Woodland, Marysville 
Colusa, Gridley 
Oroville and Chico 


Through observation car 
service between Chico, 
Marysville and Bay Cities in 
connection with Northern 
Electric Ry. :: Write for 
descriptive folder. 


OAKLAND, ANTIOCH 2 
EASTERN RAILWAY 


San Francisco Depot 


Key Route Ferry 


THE 
JAMES H. BARRY COMPANY 


Incorporated 


THE STAR PRESS 


Printers and 
Publishers 


Book Binding, 
Designing, 
Photo Engraving 


We print....... 
The Pactic Pharmacist’ 


1122-1124 Mission Street, San Francisco 


Phone Park 6380 
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SAN "FRANCISCO, CAL. 


LANKERSHIM TEL 


FIFTH AND MARKET STREETS 
Opposite the U. S Mint 


ABSOLUTELY FIREPROOF 


350 Outside Sunny Rooms 


mem 6©Without Bath - - $1.00 per day 


TAKE = UNIVERSAL BLUE BUS AT OUR EXPENSE FROM THE DEPOTS 


Special Low Rates 
By the Week © 


F. KLEIN, Manager 


COST OF CARELESSNESS. 

It seems incredible in this day of 
advanced ideas, of wonderful en- 
lightenment, of marvelous inventions, 
ingenious equipment and apparatus, 
high state of civilization, that we 
should still have the largest number 
of accidents and fires due to the 
most primitive and easily preventable 
causes. It is not the newly-found 
high explosives, nor the recently con- 
verted chemical, nor yet the dreaded 
electric current, which we most fre- 
quently chronicle as the “cause”; but 
the old-fashioned flue, stove, ash box, 


matches, candles and_ carelessness. 


From figures compiled in a Southern 
State recently, showing particulars of 
49,000 fires, it was found that nearly 
one-half the number. occurred in 
dwellings, apartment houses, boarding 
houses, etc., in which classification 86.5 
per cent. were from _ preventable 
causes, and that over 73 per cent. 
were preventable fires. Such records 
do not speak well for present-day 
“common sense” and indicate that the 
age of unthinking recklessness is, 
after all, a greater menace to public 


safety than that of ignorance. We 


must, therefore, hammer away at the 


primer, not to obtain a better under- 
standing of the lessons taught, but to 
secure their application. 

When it is remembered that fire 


loss in the United States runs at the 


alarming rate of $1500 per minute it 
must be realized that drastic measures 
are necessary to stop the devastation. 
—Weekly Commercial News. 


DWELLERS IN CITIES. 
The urban population of the State of 


New York is much greater than the 


rural population. According to the last 
State census 7,249,602 people, or 74.8 
per cent. of the total population of the 
State, lived in the cities and 1,607,327 


lived in rural communities. 


NEW YORK CITY’S POPULATION. | 

According to the figures of the State 
census taken last summer the population 
of New York City has increased from 
4,013,781 in 1905, to 5,047,221 in 1915, 
or 25.7 per cent. New York City has 
52 per cent. of the total of 
the State. 
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CODEINE 


POTASSIUM 


ETHER FOR ANAESTHESIA 


2>OTENT 


| 


JNIFORM 


~ $15,000 to $20,000, 15,790; $10,000 to 


INCOME TAX. 


In line with the decision of the 
Supreme Court upholding the validity 
of the income tax, Government 
statisticians declare there are 357,515 
incomes subject to the tax. Sixty of 
these incomes are for $1,000,000 or 
more. 
turns these incomes were divided as 
follows: 


to $500,000, 69; $300,000 to $400,000, 
147; $250,000 to $300,000, 130; $200.- 
000 to $250,000, 233 ; $150,000 to $200,- 
O00, 406; $100,000 to $150,000, 1189: 
75,000 to $100,000, 1501; $50,000 to 
$75,000, 3660 ; $40,000 to $50,000, 2185 ; 
$30,000 to $40,000, 6008; $25,000 to 
$30,000, 5483 ; $20,000 to $25,000, 8672: 


$15,000, 34,141 ; $4600 to $5000, 66,525: 
$3000 to $4000, 82,754—Weekly Com- 


mercial News. 


There is a vast difference between 
wishing and winning. Many a good 
man has failed because he had his 
wishbone where his backbone ought 
to have been. 


“T want to think it over.” 
System pointedly replies: 


According: to last year’s re- | think over. 


$1,000,000 and more, 60; 


500,000 to $1,000,000, 114; $400,000 | aoe. 
§ will sit up in bed and say to him: 


not go away. 


“I WANT TO THINK IT OVER.” 


Many men, and many women, too, 
when asked to insure their lives say: 
A writer in 


“You want to think this over! I am 
going to give you something else to 
If the tall man with the 
big scythe and the long beard happens 
to tap on your window-pane some night 
within the next few weeks, I suppose 


‘I want to think this over. Moreover, 


T’ve got a life insurance deal on that I 
want to put through. You go away 


until I make up my mind.’ But he will 
Now you think that 
over.” 


Do Business 


It’s profitable, with accurate lists 
catalogue contains vital ost on Mail 
Advertising. Also prices and quantity on 6,000 
national mailing lists, 99% guaranteed. Such as: 
War Material Mfrs. Men 


Cheese Box Mfrs. Farmers 
Tin Can Mfrs. Axle Grease Mfrs. 

ists Railroad Employees 
Auto Owners Contractors, Etc., Etc. 


Write for this valuable reference book; also 
prices and samples of fac-simile letters. 


Have us write or revise your Sales Letters. 
Ross-Gould, 814 Olive Street, St. Louis. 


Ross-Gould 


Mailing 


Lists 7 St.Louis | 
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CLASSIFIED. 


This Department is free to Druggists, Drug 
Clerks, Doctors, Dentists, Chemists, Veteri- 
narians and Nurses. Make your wants known 


and we will do our best to see that you get 
results. 


WANTED—To hear from owner of good d 


rug 
store for sale. Send price and full particulars 
to D. F. Bush, Minneapolis, Minn. 


FOR SALE AND EXCHANGE—Drug stores 
in 48 States. Will also furnish positions and 
locations for Physicians, Dentists, Pharma- 
cists, Chemists and Veterinarians. Established 
1904. Strictly reliable. Best of references. 
Address, F. V. Kniest, R. P., No. 505 Bee 
Bldg., Omaha, Neb. | 


The F. A. Weck Drug Store Exchange, 
501 Third avenue, San Francisco, submits 
the following: | 


 WANTED—Drug store in exchange for tract. 
of land in Sacramento, valued at $3500, less. 


mortgage of $1000. 


WANTED—A paying drug store in a pros-— 


perous town, valued at about $2,000 cash. 


WANTED—A small drug store in growing » 


town on easy terms. Can pay $500 cash and 
monthly payments. 


WANTED—Drug store by an Eastern gentle- 


man valued at about $3000, located in the city: 
or one of the bay towns. Business must bear» 
close investigation and be desirable in every — 


particular. 


WANTED—A drug store for $3000 to $4000. 
in one of the Bay towns, but Oakland pre-. 
ferred. Store stand investigation and, 


show value for the price asked. 


DRUG STORE for sale, San Francisco, $2000. 
Small store, located on a prominent street in™ 


the business center, doing a good business. 
Will stand investigation. 


DRUG STORE for sale in Nevada, $1250. 


Small store in a rich mining camp; splendid 
opening for a physician; no drug store or doc- 
tor within fifty miles. Doctor can get con- 
tract work from several mining corporations. 
Beautiful mountain location. 


DRUG STORE for sale, San Francisco, $3700. 
Good corner on car line. Good family trade, 


clean stock and low rent. Will stand strict 
investigation. 


DRUG STORE for sale, San Francisco, $4000. 
On prominent business corner, Richmond Dis- 
trict; modern fixtures, clean stock, doing good 
business; owner wanting to leave State is the 
only reason for offering store for sale. This is 


good offer for any.live drug- 
st. 


DRUG STORE for sale in San Francisco, 
$4000, or at invoice. Located on a good busi- 
iness corner; clean stock and good business. 
Any one wanting to embark in the drug busi- 


ness in the city should investigate this offer 
at once. 


DRUG STORE for sale, San Jose, $3000. 
Good location, clean stock, good business and 
small expenses. 


DRUG STORE for sale in State of Nevada 
$5000. In one of the largest mining towns in 
Nevada; doing a large business; owner has in- 


terest in California and anxious to remove to 
this State. i 


DRUG STORE for sale, San Francisco, $4000. 
Located on one of the _ principal business 
streets in San Francisco; fine retail trade; 
owners have other interests requiring their 
time and attention. 


DRUG STORE for sale in Marin Co., $6000. 
First-class, up-to-date store; good business, old 
established and well organized; located in an 
ideal home town. 


DRUG STORE for sale in Los Angeles, $6500. 
Up-to-date store with many specialties, afford- 
ing good profits. Good reason for wanting to 
sell. 


DRUG STORE for sale, Sacramento, $8000. 
Money-making business, well established and 
good location. Good opportunity for a live man 
with sufficient capital. | 


DRUG STORE for sale, San Jose. Old 
established business. Well located, modern, up- 
to-date fixtures, clean stock and doing a good 
business. Owner has other business and will 


sell at invoice or lump or exchange for real 
estate. 


DRUG STORE for sale in Marin Co., $3000. 
Up-to-date store, modern fixtures and cléan 


stock; located in an ideal town. Good busi- 
neee. and small expenses. Will stand investi- 
ga Nn. 


DRUG STORE for sale in Santa Cruz Co., 
$2500. Old established drug store in one of the 
best towns in California. Good opportunity for 


active man. Owner wants to retire on ac- 
count of old age. | 


DRUG STORE for sale in Oakland, $3000. 
Good business, modern fixtures, clean stock; 


owner has interest in Southern California re- 


quiring his attention. 


DRUG STORE wanted, valued at $3000 to 
$5000, in city or bay town, in exchange for 
ranch in Fresno or improved property in Ala- 
meda. Only. a good paying business will be 
considered. . 

PHYSICIAN WANTED with about $1000 to 
buy: a small drug stock and take up practice in 
& prosperous mining section. The old resident 
physician of the place for seven years died 
recently, leaving the place vacant. 


. DRUG STORE wanted in ret ta for equity 


of. $1800 in a bungalow valued at $4000 located 
at Claremont, Oakland. . 


DRUG STORE wanted by a young man val- 


ued at $1000 to $1500 in a growing town with 


population over 1000. . 
DRUG STORE wanted, valued at about $3000. 
in exchange for good improved property in 
Southern Oregon. 
DRUG STORE for sale; Idaho, $6000. Lo- 
cated in a rich stock and dairying country in 
beautiful valley; only drug store in town and 


large surrounding country; full prices for every- 


thing; big soda trade; owner very much out 
of health and compelled to give up business; 
two or three thousand dollars down and bal- 
ance $50 per month could be arranged. 

DRUG STORE in fastest growing part of 
Oakland; splendid location; stock and fixtures 
valued at $6000. Would consider part cash and 
good real estate for balance. Good reason for 
wanting to sell. 

DRUG STORE and physician’s practice in 
Monterey Co.; population 640; the only drug 
store in town, owned by resident physician, 
who is doing a large country practice; stock, 


fixtures and building all for $2500. <A splendid 


field for physician druggist. The doctor would 
consider an exchange for desirable property in 
Oakland, Berkeley or Alameda. | 

DRUGGIST GET RICH in Richmond. We 
can place you in position if you desire an op- 
portunity. | 

DRUG STORE in Plumas Co. A prosperous 
and growing town on line of railroad in rich 
agricultural and lumber district. Stock and fix- 
tures valued at about $2000. Would accept 
$1000 cash, balance on easy terms. This is: an 
exceptionally good opportunity for a business 
man. | 

DRUG STORE in Humboldt Co., in town of 
700 population and 500 working in immediate 
vicinity in the mills and woods; fine farming 
and lumber district; clean stock, valued at 
$2500; terms can be arranged for part of pur- 
chase. Humboldt is a prosperous county and 
no failures there. — | 

DRUG STORE in San Francisco, good cor- 
ner, doing good business. Owner has other 
business. Price, $6500. — 

DRUG STORE wanted in country town. 
Have $500 to make cash payment and monthly 
installments. 

DRUG STORE wanted in exchange of equity 
in ranch and improvements in Sonoma County. 
Value, $9500. Mortgage, $5000. | 

PAYING DRUG STORE wanted in good coun- 
try town, value about $5000. Must stand in- 
vestigation. | 

DRUG STORE in Oregon, county seat, popu- 
lation 700. Store and beautiful residence for 
$7500. Cash, $5000 and monthly payments. 
This is an exceptional good opportunity for an 
active man, druggist or a physician druggist. 
Owner’s ill health and advanced age reason 
for selling. 

DRUG STORE in San Francisco. Outside 
district, $2500. 

DRUG STORE in Oakland, on a good corner, 
thickly settled district. Business, $1000 per 
month: rent, $50. Price, $4000. Owner has 
other business. 

DRUG STORE in Placer County, good pre- 
scription business. Rexall and Eastman agency. 
Price, $5500. 

DRUG STORE in Butte County, good busi- 
Hal low rent and small expense. (Price, 

500. 


If interested in the above list of business 
opportunities, address F. A. Weck Drug Store 


=_— 501 Third avenue, San Francisco, 
al. 
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New Model 


Yes, the crowning typewriter triumph is here/ 
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It is just out—and comes years before experts expected it. For makers 
have striven a life-time to attain this ideal machine. And Oliver has won 
again, as we scored when we gave the world its first visible writing. 


There is truly no other typewriter on earth like this now Oliver ‘ 
Think of touch so light that the treag of a kitten will run the keys! 


CAUTION! WARNING ! 

The new-day advances that come alone on This brilliant new Oliver comes at the old- 
this machine are all controlled by Oliver. time price. It costs no more than lesser 
Even our own previous models—famous in makes—now out-of-date when compared with 
their day—never had the Optional Duplex ~ this discovery. 

Shift. - For while the Oliver’s splendid new features 

It puts the whole control of 84 letters and are costly—we have equalized the added ex- 
characters in the little fingers of the right and * pense to us by simplifying construction. 
left hands. And it lets you write them all é Resolve right now to see this great achieve- 
with only 28 keys, the least to operate of any ment before you spend a dollar for any type- 
standard typewriter made. * writer. If you are using some other make you 

Thus writers of all Gther machines can im- will want to see how much more this one does. 
mediately run the Oliver Number “g” with If you are using an Oliver, it naturally 
more speed and greater ease. follows that you want the finest model. 


17 CENTS A DAY! Remember this Brand-new Oliver “9” is the greatest value ever 


given in a typewriter. It has all ats previous special inventions 
—visible w writing, automatic spacer, 614-ounce touch—plus the Optional Duplex Shift, Selective 
Color Attachment and all these other new-day features. 


Yet we have decided to sell it to everyone everywhere on our famous payment plan—17 
cents a day! Now every user can easily afford to have the world’s crack visible writer, with 


the famous PRINTYPE, that writes like print, included FREE if desired. 
TODAY—Write For Full Details and be among the first to know about this 


== marvel of writing machines. See why typists, 
employers, and individuals everywhere are flocking to the Oliver. Just mail a postal at once. 
No obligation. It’s a pleasure for us to tell you about it. 


THE OLIVER TYPEWRITER CO. 


368 PINE STREET, SAN FRANCISCO, CAL. 
You can rent an Oliver Typewriter 3 months for $4.00 
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Ogden—OGDEN WHOLESALE DRUG CO. 


Portland—GRAY, McLEAN & PERCY 
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Send for our 


However, 
LANGLEY & MICHAELS Co. 


It just goes to prove that it 
e—GRAY, McLEAN & PERCY 


THROUGH JOBBERS. REPRESENTATIVES IN ALL PRINCIPAL GITIES 
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Influenza Serobacterin Mixed 


For Immunization Against and Treatment of 


Influenza and Gommen Golds 


A combination of sensitized killed bacteria prepared from cultures 
obtained from a large number of patients suffering with acute infections 
of the respiratory mucous membranes. 


Influenza Serobacterin Mixed is employed in catarrhal conditions 
of the respiratory tract, for treatment and prevention. It may be used 
either before a cold is fully developed to abort it, during the height of a 
cold to hasten recovery, or between attacks for prevention. 


- The usual method of administering Serobacterins is to employ the 4-syringe 
package, beginning with one-fifth to the entire contents of Syringe A and following 
th other syringes at two to five-day intervals, according to indications. 

Syringes contain killed sensitized bacteria as follows: 


| Syringe Syringe Syringe Syringe 
B C D 


Bi 1000 million 
Staphylococcus albus and aureus. 250 500 2000 million 
2 1000 million 
Pneumococcus........:.15 1000 million 
M. catarrhalis (group). .....125 250 1000 million 


Literature describing method of tment and dosage sent on request. 


Manufacturing and Biological Chemists 
HOME OFFICE AND LABORATORIES, PHILADELPHIA, U. S.A. 


Order stock and be prepared to meet immediate 
demands. Send for literature. 


K. MOLFORD COMPANY 
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Seneca Camera Department Ready 


FREIGHT PREPAID ON INITIAL ORDER 


For | For $60 we will send you our regular $50 assortment as illustrated below, plus two 
(2) Vest Pocket Senecas. One equipped with the Meniscus Achromatic Lens retailing 
$60 j for $7.00, the other with the Rapid Rectilinear Lens, retailing at $8.50. 


SELLING PRICE OF $60 ASSORTMENT, $92.26. YOUR PROFIT, $32.26. 


Selling Price of $60 Assortment $92.26. Your Profit $32.26. 


YOU CAN’T GO WRONG 
WE WILL PUT IN THIS ENTIRE- DEPARTMEN 
ON 10 DAYS’ FREE TRIAL | 


After you receive our shipment, put the Cameras and supplies in 
your store. Try out:any or all the Cameras—compare them with 
any Cameras you ever saw or heard of—and if you are not com- 
pletely satisfied at the end of ten days, ship them back and we will 
credit your account with the full amount. 

You are losing money every day your store is without a Seneca 
Department—1,000 Druggists will bear us out in this statement. 


Send in the Coupon To-day. 


Don’t delay. We are ready to help you build a permanent, profit- 
able year-round business. Seneca stands for the best in photo- 


sraphic instruments, and a Seneca Agency will be a valuable asset 
to your store. 


Send in the postal at once and get the special $60 assortment on 
ten days’ trial. 


SENECA CAMERA MFG. CO. 


321 State Street Rochester, N. Y. 


~ Regular $50 Assortment Plus (2) Two Vest Pocket Senecas for $60 


IHlustration One-Half Actual Size 


The Vest Pocket Seneca has met with 
the instant approval of picture takers. It 
takes real pictures, vest pocket size, 1%x2% 
inches, and is the most perfect small sized 
camera ever offered. The front has to pull 
out all the way into exact focus, and is per- 
fectly rigid; the back comes off for loading, 
just the same as the Roll Film Senecas. The 
film goes in easily, rolls perfectly, never 
binds in hot or cold weather, and can be 
taken out without any danger of fogging. 


Seize the opportunity open in your town 
now—get an agency for 


CAMERAS 


for Roll Film.FilmPacks or Plates 


VULCAN FILM, DEFENDER PAPER AND 
SUPPLIES 


You will find it the best paying side line 
you can handle—because Seneca Cameras 
are guaranteed to satisfy your customers. 
Let them try out any Seneca for 10 days 
and if they are not Seneca enthusiasts by 
that time we authorize you to refund the 
entire purchase price. 

SENECA CAMERA MFG. CO. 
Rochester, N. Y. 
( ) Send $60 Department. 
( ) Send Catalogue and full details. 
‘4 Check what you want. 
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ROUTINE PRACTICE: 


SOAP 


(McCLINTOCK ) 


The soap many uses. 


IN SURGERY : 


For the preparation of antiseptic sterilizing insthuitients, etc., 


and as a general disinfectant. : 
To sterilize the skin prior to operation. 


IN GYNECOLOGY AND OBSTETRICS: 


An antiseptic, deodorant and lubricant for hands and— 
instruments. 


For the preparation of vaginal douches. 


A disinfectant for hands after examinations. 
For the treatment of parasitic skin diseases. 


IN GENERAL: 


For cleansing (bruises, abrasions), 
ulcers, etc. 


To neutralize the odor of offensive perspiration. 
For venereal prophylaxis (as a disinfectant wash). 
To control the itching of skin infections. 
For the removal and prevention of dandruff. | 

To cleanse the scalp and hair. _ 

For disinfecting vessels, utensils, etc. _ 

To wash and sterilize bed linen, handkerchiefs, etc., used in the ditictieen. 
For the destruction of lice and fleas on household pets. 


+ 


Germicidal Soap is pe used whenever and wherever a powerful 
antiseptic, disinfectant, detergent or deodorant is required. 


Germicidal Soap, 2% (contains 2% of mercuric iodide): large cakes, in individual © 
cartons, packages o 
Germicidal Soap, Mild, 1 Ip: large cakes in individual cartons, packages of 12; 
small cakes, 5 in a carton. 
Germicidal Soap, Soft, 1%: collapsible tubes. 
Germicidal Soap, Surgical, 1%: cylindrical cakes, each in a nickel-plated case. 
Germicidal Seap, Veterinary, 1%: cylindrical cakes, each in a nickel-plated case. 


Gesell Soap is being liberally advertised to physicians. You will have calls 


for it. Stock the soap! 
Parke, Davis & Co. 


Home Offices and 
Detroit, Michigan. 
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